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The Facts About the Peoria Life 


Substandard Service 


The new Substandard Department of the Peoria 
Life is a genuine, practical Service. It is not a 
mere play on words when we say that we issue 
a policy on every application. This means not 
only a policy, but a deliverable policy, with pro- 
visions so desirable and premium rate so reason- 
able that the applicant will gladly accept it. The 
Substandard Department became effective Janu- 
ary I, 1923. Of the policies issued this year, 
only three per cent substandard policies have been 
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disturbing the farm mortgage investments which 


have earned the Peoria Life its reputation for: companies, nor to interest their agents. It is a 
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“Policies Strong as Farm 
Mortgages Can Make Them!” 
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neither solicited nor accepted. 














The Peoria Life has never done a brokerage 
business, nor do we employ agents with other 
companies. Our past rule in this respect is not 
changed in the least by the organization of our 
Substandard Service. 


Peoria Life Insurance Company 


Peoria, Illinois 
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; A Company Rendering Service to Agents Through a Constantly Widening Field of Life Coverage * 
f ile 
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Reasons why you should connect with Ul 
| The Central Life | C f Illinoi ' 
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! OTTAWA, ILLINOIS y “ 
. , z | 
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! 3 Minors are written on standard policies down to ten years 08 
of age on rates adapted to actual age of insured. mee 
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z Michigan Ave., Chicago, which will be occupied this 
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BANK OF MANHATTAN 
PAYS GREAT TRIBUTE 





Gets Out Booklet on Life Insur- 
ance and Explains Its Im- 
portant Functions 


SOLVED MANY PROBLEMS 


Designates This Scheme of Beneficence 
“The Greatest Family in the 
World” Today 


The Bank of Manhattan Company of 
New York City is getting out a series of 
booklets for the “Manhattan Library,” 
each dealing with a separate subject of 
popular interest. Each volume is to 
deal with a separate American business 
group. The idea is to present to the 
non-technical reader in attractive and 
interesting form the essential facts con- 
cerning important American institu- 
tions and their relation to the individual 
citizen and society as a whole. 

Greatest Family in the World 


The first volume now comes from the 
press, as being entitled “The Greatest 
Family in the World.” It is an apt and 
clever title, as it refers to life insur- 
ance. The Bank of Manhattan in refer- 
ting to the first volume says that it 
deals with an American institution 
which, though scarcely more than 70 
years old has grown to huge propor- 
tions and has played a large part in 
molding national character and shap- 
ing the destinies of millions of Americn 
citizens. 


Apply Democracy to Economics 


The booklet says that there is every 
reason to believe that for a long time to 
come the thought of the world will be 
centered on economic problems, Democ- 
racy in politics, religion and education 
has been achieved. The question now 
will be to apply the same principle in 
some form to the production and owner- 
ship of wealth. The bank asks whether 
this shall be done by making the gov- 
etnment everything and the individual 
nothing, or whether the people will be 
able to turn the trick by the long tested 
American method of leaving the individ- 
ual free to work out the problems of in- 
dividual initiative and free private co- 
Operation, 


Two Ways Are Open 


The bank expresses the opinion that 
sowing participation of more and 
more people in the material things of 
life can be accomplished only in one of 
two ways: Either the government will 
take everything and give back to the in- 
vidual such a part as it may determine 
r individual citizens will continue to 
Possess everything and give to their 
wtament such part as may be fiec- 
bank? for its support. The latter, the 
oth Says, is the American way. The 

€r is now being tried out in Russia. 


Life Insurance Experience 
The Bank of Manhattan asks whether 


~A United States possesses any ex- 
lence or institution or achievement 






th 
Pi 









conceptions of government. 


to every member. 


makes death the servant of life. 
and fear. 


of motherhood and childhood. 





GREAT TRIBUTE TO LIFE INSURANCE 


Life insurance is in fact a great clinic in Americanism and this is 
why it stands as an insurance against un-American ideals and un-American 
The life insurance family is founded upon 
permanent and changeless moral and mathematicl laws and sound econ- 
omics, which fact is a sure guarantee of complete security and protection 
The spirit of this family is the fairest and finest in the 
world. It is a blend of faith, love, loyalty, integrity, intelligence and 
duty. The family exists for service to others. 
never tearing down. It constructs and conserves. It never destroys. It 
It is the enemy of disease and poverty 
It prolongs the protection of fatherhood and insures the safety 
i It stabilizies business, strengthens good 
government, cultivates thrift, encourages enterprise, stimulates progress 
and insures prosperity. In a word, it stands for our definition of progress: 
The growing participation of more and more people in more and more 
of the good things of life—Bank of Manhattan. 


It is always building and 








developed under American conditions 
that will serve to throw light on these 
problems of progress? Have we given 
the American scheme a fair trial? If 
so, has this trial made it possible for 
more and more people to secure a grow- 
ing share in the material good things 
of life. 

It finds that American life insurance 
has worked out this problem success- 
fully in a private way. An answer to 
the question, therefore, can be found by 
studying life insurance. 

In this organization there are vast 
accumulations of capital saved, owned 
and administered by more people than 
are associated in any other single enter- 
prise except the state itself. 


Big Growth of the Business 


The business of fife insurance in 
America is not old. In 1860 there were 
47 companies with $180,000,000 insur- 
ance in force on the lives of 60,000 
people. The Bank of Manhattan says 
that the greatest development has oc- 
curred since 1905, the time of the Arm- 
strong investigation in New York. 
Misunderstanding was cleared away 
from the public mind. The social vahie 
of the institution was revealed. In 1922, 
$10,500,000,000 new insurance was writ- 
ten, which is nearly as much as the total 
insurance in force 20 years ago. At 
the beginning of 1923 American com- 


panies were carrying life insurance 
risks of $50,000,000,000, representing 
around 78,000,000 policies, which are 


held by about one-third of the total pop- 
ulation of this country. 

The Bank of Manhattan says that the 
desire of the American people to get 
ahead by their own initiative and effort 
has made life insurance what it is. The 
basis of this business is the practice of 
thrift among the people. Figures show 
78,000,000 life insurance policies cover- 
ing 40,000,000 people representing a 
combined estate of  $50,000,000,000. 
The book says that life insurance is a 
school in savings and investment with 
40,000,000 pupils. 


Investment of Social Progress 


The Bank of Manhattan says that the 
value of a savings fund is not confined 
to the man who owns it. If properly 
used it helps forward the growing par- 
ticipation of more and more people in 
more and more of the good things of 
life. In other words, it then becomes 
an instrument of social progress. 

Appeal of Life Insurance 

The bank states that when a sav- 
ings bank account begins to amount to 
something worth while the idea of in- 
vestment occurs to the depositor and at 








this point it may be that the question of 








buying a life insurance policy is brought 
to his attention. A life insurance policy 
not only meets the conditions which 
constitute a good investment but it has 
other features which appeal to all who 
desire the security of their families as 
well as a profit on their savings. 

Good as Government Bond 


The Bank of Manhattan makes this 
significant statement: “A life insurance 
policy in a reliable company is as safe as 
a government bond. It can be paid for 
in installments spread over a long period 
of time. The policy having a cash sur- 
render value is good for a loan in time 
of need. It provides security and inde- 
pendence for the investors’ family in 
case of his death, All the while it helps 
millions of other investors in life in- 
surance to build up the general pros- 
perity of the country by putting an im- 
mense amount of ready capital to work 
in the service of agriculture, industry, 
transportation, housing and of the va- 
rious governments, national, state and 
city.” 

How Funds Are Invested 

The bank states that insurance funds 
are invested as: 

1. Mortgages on dwelling houses, or 
business properties. 

2. Farm mortgages. 

3. United States, state, county and 
city bonds. 

4. Public utility securities. 

5. Railroad securities. 

6. Industrial securities. 

7. Stocks of banks, trust companies 
insurance companies. 

8. Real estate, 


How Investments Are Placed 


According to the latest public reports 
the bank finds that insurance companies 
now have invested in mortgage loans 
$2,500,000,000, about equally divided 
between farm and city property; nearly 
$2,000,000,000 in railroad bonds and 
stocks; $1,400,000,000 in government, 
state and city bonds. There is nearly 
$1,000,000,000 in loans to policyholders 
themselves made, advanced on their 
policies. 

The bank says that when a policy- 
holder buys a policy to serve and pro- 
tect his family he is not only a wise 
investor but something more. He has 
become a partner in the greatest of all 
co-operative enterprises—one which 
protects not only the homes of the na- 
tion, but every institution upon which 
the safety of the home depends. 


Working Capital Is Needed 
Through investment in life insurance, 


funds have been supplied to construct 
(CONTINUED ON PAGE 20) 


MOVING PICTURE STARS 
AND LIFE INSURANCE 


Companies as a Rule Shy at This 


Class of Business 
These Days 


MANY HAZARDS INVOLVED 


Hooper-Holmes Bureau Comments on 
the Conditions Found From Our 
Underwriting Standpoint 





The Hooper-Holmes Bureau gives 
some observations on the moving pic- 
ture industry from the standpoint of 
life insurance. As is generally known, 
large salaries are paid to the movie 
stars. The Hooper-Holmes Bureau says 
that the insurance agents first thought 
is that such people should be and prob- 
ably are well protected by life insurance. 
In contradiction to this it is stated that 
the movie stars do not carry life insur- 
ance in large amounts first because they 
do not respond strongly to the life in- 
surance suggestion and secondly, many 
of them are not considered first class 
risks, for big life policies. The bureau 
then makes the following comment: 

“The well-paid electricians, carpen- 
ters, scene painters, camera men, labora- 
tory workers and directors of this great 
industry are not outside of life insur- 
ance classifications and are very proper 
subjects for life insurance coverage 
under most circumstances. Personal 
inspection quickly reveals those who are 
not. There is a certain hazard to the 
laboratory workers, especially in some 
of the flimsy constructed studios, from 
the highly inflammable nature of the 
film, but easily coverable at a moderate 
charge. 


Difficult to Classify Hazards 


“But when it comes to the actors and 
actresses it is impossible to classify the 
hazards of motion picture acting in such 
a way as to clearly define them accord- 
ing to the methods which life insurance 
finds necessary in the proper placing of 
risks. The physical hazards of this 
profession are great and are constantly 
changing with the increased demands of 
the screen loving public for sensational 
features. 

“With a certain class of favorites, as 
everyone knows, ‘the stunt is the thing.’ 
Some of these performers do really 
dangerous things involving the actual 
hazard of death or total disability in one 
short flash of the camera. Others seem 
so on the screen, but are in reality the 
work of a ‘double,’ or are so thoroughly 
safeguarded by mechanical appliances 
that they might as well be done on a 
feather bed. Still others are the result 
of trick camera work. 


Cannot Foretell Developments 
“The exigencies of the movies are 
such, however, that no one ever knows 
very far in advance of the ‘shooting’ of 
the picture what developments may be 





necessary or what risks the star may be 
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called on to run. So there is always a 
question that must give a life under- 
writer an anxious thought in placing a 
high amount of life insurance on a ‘stunt 
artist.’ | 

“At the same time, when a high-priced 
star is placed in a dangerous ‘shoot,’ 
every precaution is taken by the direc- 
tor, not only for purely humanitarian 
purposes, but because a great deal of 
money is tied up in the production and 
because any injury to the principal 
means delay if not disaster to the whole 
fi 


lm. 
Some Not in Dangerous Work 


“There are actors and actresses, of 
course, who do not subject themselves 
to these risks on account of the nature 
of their specialties. Contrary to the 
usual impression, stars have a great deal 
to say about the type of work or the 
character of the picture in which they 
appear. Many of them never cross the 
line into the zone of physical danger 
and their sole life insurance hazards are 
gauged by their personal habits and 
circumstances. 


Not Keen for Life Insurance 


“It is a curious phase of the movies 
that the performers themselves are not 
as a class keen for life insurance. But 
the producers are ‘strong’ to insure their 
stars if they can. The former is prob- 
ably because their salaries are large and 
they are ‘living easy’ so it is difficult to 

et them to consider a thought for the 
uture. 

“The producers, however, would be 
glad to take out big life insurance on 
those whom they feature to protect their 
investment. But it has been the ex- 
perience of life insurance companies that 
when such insurance is sought for, it is 
usually of the most temporary kind. 

“The ‘angel’ of the piece is greatly 
desirous to insure the life of the star 
until his interest is past. Term insur- 
ance or insurance based on quarterly 
premium payments is asked for in such 
cases, and if the picture goes through on 
schedule the policy naturally lapses at 
the end of the period. 

“Such procedure is not contemplated 
in the true course of life insurance and 
companies avoid it whenever possible. 
So life insurance in such cases becomes 
mcre or less of a gamble and is a proper 
subject for underwriting by London 
Lloyds rather than by American life 
companies. 


Moral Hazard Important 


“The most difficult factor influencing 
‘movie’ life insurance is the moral 
hazard, particularly in the studio col- 
onies. So much has been written and 
printed about this factor that it is quite 
well understood by the public. Many 
actors and actresses are ‘100 percent’ 
O. K. in their family and social life. 
But there are many others who are not, 
as there are in the common run of ordi- 
nary mortals. This is where life insur- 
ance investigates. 

“The large amounts of money paid to 
successful ‘screeners’—their irregular 
hours—the unconventional habits of 
studio life—all combine for adverse in- 
fluence, particularly to the younger set 
whose rise is meteoric and whose fall 
is sometimes no less spectacular. 


Thrown Into Whirlpool 


“Young women stars rise from 
humble beginnings and get their first 
big money at an immature age. With 
characters half-formed, they are thrown 
into a whirlpool of strenuous work and 
no less strenuous pleasure in which 
temptations of all sorts naturally play a 
conspicuous part. One can never tell 
what the ultimate effect will be. And 
it is such people that the life insurance 
business, which bases its results on 
normal, not abnormal, averages, cannot 
afford to cover. 

“It seems impossible to run the mo- 
tion picture business along normal lines. 
It has been compelled to hire a ‘Great 
Mogul’ to keep it straight and his in- 
fluence is just beginning to be felt. 
There seems to be more hazards con- 
nected with it than any other industry 
of equal scope and prosperity.” 





BOOST LIFE INSURANCE 
FEATURED BY FARM PAPERS 


Success of Special Department in One 
Des Moines Publication Prompts 
Others to Take It Up 


DES MOINES, IA., July 3.—About 
three years ago, G. F. Balliet, in charge 
of the insurance department of the 
“Towa and Corn Belt Farmer,” pub- 
lished at Des Moines by Paul B. Tal- 
bot, conceived the idea of establishing 
a life insurance department in that pub- 
lication with special appeal to the 172,- 
000 farm readers of that journal. The 
experiment was so successful from the 
beginning that a page of life insurance 
news has become a regular feature. So 
practical was the proposition that the 
leading life insurance companies of the 
middle west gave enthusiastic endorse- 
ment to it, and an entire page is now 
devoted regularly to the subject. Farm- 
ers have been so taken with the plan 
that they address hundreds of letters 
to the farm journal, asking for infor- 
mation along the lines made prominent 
in this regular feature. In discussing the 
merits of the publicity given, Mr. Bal- 
liet says: 

Educational Work Important 


“We have assumed, in fact, 
that a large number of our readers 
carry insurance in various forms. One 
of our readers, in complimenting us on 
recent editorials relating to life insur- 
ance ventures an estimate that ‘your 
farmer subscribers as a whole invest 
$10 for insurance, possibly $50 for every 
dollar they invest in tractors,’ and he 
enlarged on the importance of further 
educational work along this line. 

“Following this, an inquiry among 

several large insurance companies re- 
vealed the fact that many policies are 
being allowed to lapse through failure 
to keep up premium payments. This 
seems to have been the logical devel- 
opment, since all expenses have been cut 
to a minimum by everyone. In case of 
a life insurance policy it should be re- 
membered that a lapsed policy can not 
be put in force again until the insured 
has passed a satisfactory physical ex- 
amination. In some cases the applicant 
can not pass the examination. In others, 
a higher premium rate may rule. Do 
not let your policies lapse. If they have 
lapsed, put them back in force at once 
before it may be too late.” 
_ The personal appeals used by the old 
line companies to emphasize the value 
of their particular form of protection 
are worthy of careful study by the agent 
who is selling to farm prospects. “Mr. 
Farmer, Is Your Farm Mortgaged?” 
“Are You Going to Move to Town or 
to California When You're 65?” and 
“Say, Dad, What About My College 
Education?” are illustrations. In fact, 
letters sent out by Mr. Balliet to his 
readers brought back the information 
that the insurance appeals were read 
with the greatest of interest because of 
their human interest quality. 


Taken Up by Others 


The success of the “Iowa and Corn 
Belt Farmer” in paving the way for 
such publicity has prompted other farm 
journals to take up the work. I, P 
Mantz, who several years was actuary 
for the Western Life, has assumed the 
management of a life insurance service 
now being developed by E. T. Meredith, 
formerly secretary of agriculture, to be 
made a conspicuous feature in “Success- 
ful _Farming” and other publications 
affiliated with the Meredith syndicate. 
Mr. Mantz is thoroughly familiar with 
life insurance in all of its details and no 
doubt will be successful in developing 
a popular and profitable feature in these 
farm publications. 


know, 








Dr. William Doyle. Reedsburg, Wis.. 
has been made special agent of the Old 
Line Life of Milwaukee for the district 
in which Reedsburg is located. 


AGENT’S THREE NEEDS 
DAVIS IN MINNEAPOLIS TALK 


Sense of Humor, Sense of Proportion 
and Sense of Direction Listed 
as Being Essential 


MINNEAPOLIS, MINN., July 3.— 
During his two-day swing around the 
Twin Cities, during which he made 
several speeches, Frank H. Davis, vice- 
president of the Equitable Life of New 
York, gave one of his most inspiring 
talks before the regular monthly meet- 
ing of the Minneapolis Association of 
Life Underwriters. The announcement 
that Mr. Davis would be at the session 
brouglit out one of the largest crowds 
in several months. The meeting was 
held at the noon hour and in spite of 
the fact that it was one of the hottest 
days of the summer, the audience gave 
the closest attention to the rapid fire 
talk of Mr. Davis. He said in part: 

Agents Fix Company's Level 


“What you stand for is wonderful, but 
it will mean very little unless as individ- 
uals you follow through the principles to 
which you subscribe, and measure up 
to them as individuals. I shall talk 
to you about the things you know. I 
am not concerned about improving the 
sum total of your knowledge. Some 
of the fundamental things we may con- 
sider. No company can rise above the 
level of its agents in a given locality. 
There is a concerted movement to elim- 
inate the unfit. Ideals are only served 
in a practical way. When I take my- 
self too seriously I am not serious, but 
my condition All that we do is 
merely to label that we put on to what 
has already been set forth. These ideals 
need from us performance. ‘By their 
fruits ve shall know them.’ 

“Life insurance is the only thing for 
which there is no substitute. It bridges 
the economic gap between the time when 
a man dies and when he should die. The 
man who does as he pleases usually 
does nothing. No man has a right to 
stop short of a reasonable maximum. 
The only man who ever did anything 
for me is the man who taught me to 
think. I would call your attention to 
three things: 

Three Things Needed 


“The first is the need of a sense of 
humor. This will help us to get the 
other fellow’s point of view. 

“The second need is a sense of pro- 
portion. I try to keep mvself sat- 
urated with life insurance. For recre- 
ation, life insurance literature is what I 
read. If you have a sense of propor- 
tion you will measure things accurately. 
The real competition is not the other 
company. It is what the man is going 
to do with his money if he does not 
buy life insurance with it. Recognize 
that your prospect has reason and judg- 
ment, and that you must show him why 
he should buy life insurance. 

“The fact that vou are in the business 
to get a living detracts in no respect 
from the ideals of life insurance. The 
greater service you render the more 
money you make. Ideals of life insur- 
ance mean nothing to the man who is 
not making his living by it. 


1S. 


Sense of Direction 


“You should have in the third place 
a sense of direction. A lot of people 
are not even sure that they are going 
forward. The man with a stiff neck 
has an advantage. He has to look foy- 
ward. We have not vet a sense of the 
public appreciation of life insurance. The 
average man does not see his possibili- 
ties. Use your imagination. Look for- 
ward ten years—five years. Imagine 
vourself as a $300,000 or $400,000 pro- 
ducer. Think of the increased self- 
respect you would have. Then look 
back over the road vou have traversed, 
and see the hills and the vallevs. 

“Remember that your ideals amount 
to nothing unless you measure up to 





them individually. Your whereases 





CANADA’S 1922 FIGURES 


WRITINGS LESS LAST YEAR 


Data Given by Dominion Department 
on Terminations, Companies’ As- 
sets and Other Points 





OTTAWA, ONT., July 3.—Data com. 
plied for the Dominion insurance de. 
partment on last year’s business show 
that in 1922 there were no new life insur- 
ance coinpanies entered the field. Although 
the experience of the companies in the 
business show it is not unprofitable, stil! 
the work of operating successfully a new 
company is slow and costly. 

The year 1922 showed a decrease iy 
the volume of business written. The 
results of the past year compared with 
1921 may be summarized as follows: 


1921 1922 

Net Premiums..$ 98,864,371 $ 106,886,179 
New Business 

Ce 514,564,111 509,733,0% 
Net Amount in 

enue dae 2,934,848,848  3,172,873,31 
Death Claims 

GREP csvatec 17,110,099 18,850,581 


Distribution of Business 


Of the three billions in force in Can- 
ada, United States companies carry over 
one-third or $1,065,580,000 while British 
companies carry $93,793,147. 

As many of the company officials are 
taking great interest in the loss of busi- 
ness through lapse, etc., it is interesting 
to note how the increase in business in 
force compares with the amount of new 
business written: 

For the year 1921 the 
follows: 

Net amount in force increased . $277,818,755 
Net amount net business..... 514,687,611 


$236, 868,856 

For the year 1922 the results are as 
follows: 

Net amount in force increased . $238,029,464 

Net amount new business.... 509,733,030 


$27 1,703,566 


results are as 








It should be noted, however, that the 
number of policies ceased by death or 
maturity in 1922 was 40,080, compared 
with 37,841 in 1921, 

Business Terminated 


Business terminated during 1922 con- 
pared with 1921 is as follows: 








1921 
Canadian Co.'s. ..158,587,545 
British Co.’s.... 9,552,859 
U. S. Companies 110,387,565 . 
eres $278,527,969 $329.356,68 
Terminations by surrender and laps 
only: 
1921 1922 
Canadian Co.'s. .$140,726,560 $172,120, 
British Co.’s.... 7,746,265 13,423.59 
U. S. Companies 93,414,947 103,292.20 


reer $241,887,772 $288,836,953 


Assets 


Totals 


During the year 1922 companies’ a& 
sets were increased from $655,881,412 ™ 
1921 to $760,621,387 in 1922. The results 
may be classified as follows: 


1922 


1921 m 
Canadian Co.'s. .$471,106,162 $551,814," 
British Co.’s.... 37,820,752 41,121 He 
U. S. Companies 146,954,498 167,684.94 


—— 








and your resolutions amount to nothing 
unless you are willing to make the sa 
rifice that is necessary in order » 
make the goal. It is what you do wit! 
what you know. Brain power will not § 
get you as far as will power. Have the § 
will to do. Achievement follows effort 
The crowd is slim when _you get ® 
among the top-notchers. _ I want ove 
man to know without being: told evel 
Monday morning that life insurance ! 
the greatest thing in the world. 


Columbus Mutual Convention 


The Columbus Mutual Life will b - 
its annual agency convention this Ohi 
Sept. 3-4 at the Hotel Sherman 1 
cago. Following the meeting 
agents will attend the annual pase 
tion of the National Life Underwrt®® 
Association in that ciy. 
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LIFE INSURANCE EDITION 








PACIFIC MUTUAL MEN 
MEET FIVE OFFICIALS 


Making a Visit to Many Impor- 
tant Agency Centers in the 
Country 





TO ISSUE NEW POLICIES 


Vice-President Baker Urges the Agents 
to Sell More Non-Cancallable 
Health and Accident 


Officials of the Pacific Mutual Life 
who are holding agency conventions in 
many parts of the country met the 
gents of Chicago and vicinity last 
londay. During the business session 
five officials gave addresses. 

Claude Wayne, assistant actuary, out- 
ined some new policies that are to be 
ssued soon. His statement that the $10 
mit for permanert total disability was 
soon to be changed to $15 met with 
applause. He told about the cash re- 
fund annuity, a policy by which the 
assured cannot lose. It is the regular 
form of annuity plus the feature that 
the difference between the premium and 
installments will be paid at death. Mr. 
Wayne suggested that many men too 
old to buy insurance could be sold on 
this annuity plan. He explained that in- 
surance at age 60 and 65 would continue 
to pay the assured as long as he lives 
and that in this policy the sum of the 
installments equals the amount of insur- 
ance paid at death. Mr. Wayne said 
that although these new types of poli- 
cies could often be sold, actually only 
four contracts constituted 90 percent of 
the business, These are the 20 payment 
life, 20 year endowment, whole life and 
insurance at age 65. He said that a 
new set of policy forms and a new rate 
book would be ready for the agents Jan. 
1, 1924. 

Vice-President Baker Speaks 


D. M. Baker, second vice-president, 
made the first talk. He told the agents 
that the purpose of these meetings was 
to permit the home office men to meet 
Its 4,000 agents throughout the country 
and to enable them to give better serv- 
ice to their agents and policyholders. 
He told of the Pacific Mutual’s popu- 
larity at home. “One in every 16 in 
California is insured in the Pacific Mu- 
tual,” he said. Mr. Baker told the 
agents that there was an unlimited field 
for noncancellable health and accident 
policies in Chicago. As Mr. Baker put 
At, it insures the head of the firm rather 
han the janitor. He contrasted the op- 
portunity for selling noncancellable pol- 
cies in Chicago with New Mexico. He 
aid that in New Mexico the saturation 
Point for these policies would be 500 
ecause of the limited amount of wealth 
n New Mexico. He suggested that the 
agents try and sell more insurance to 
‘over inheritance taxes. He cited an 
‘xample in California where a man had 
Heft an estate of $18,000,000. The in- 
leritance tax amounted to $6,000,000 
and as this had to be-paid within six 
months the heirs were forced to bor- 
Fow $4,000,000. Mr. Baker said that this 
Was an expensive funeral. 


Many Progressive Movements 


Mr. Baker said that every wide awake 
peent Should be acquainted with strides 
a are being made in insurance 

roughout the country, He told of the 
“> plan in Los Angeles. The Edi- 
were aay has sent pamphlets rec- 
the a that its employees insure in 
- ncific Mutual Life and has advanced 
colle emiums on an annual basis and 
: mate on the monthly basis. Every 
mployee in the First National Bank of 








BUSINESS FOR FIRST SIX MONTHS 


| 








IGURES are just beginning to come 
F in regarding the business written 
by life companies the first six 
months of 1923. As was to be expected, 
all of them so far received show mate- 
rial increases. Companies so far re- 
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Los Angeles is insured. The bank pays 
the premium. Under this plan the 
bank pays $70,000 annually in premiums 
but considers the money well spent. 
Mr. Baker exhorted the agents to get 
a big vision of the business. “Be a 
Marshall Field,” he said. He suggested 
it would be a good thing for the com- 
pany if every agent would bring another 
good man to the business within -six 
months, He said that this would be 
both benefit to the company and to the 


man, 
Cc. I, D. Moore Talks 


The next speaker was C. I. D. Moore, 
vice-president and editor of the “Pa- 
cific Mutual News.” He told some- 
thing of the history of the company. 
He said that it was a pioneer company 
and that the pioneers, among these 
being Leland Stanford, impressed the 
spirit of pioneering on the Pacific 
Mutual. It has always carried out this 
spirit. He said that it was among the 
first companies combining disability 
with life, to institute double benefits and 
permanent total disability. He said that 
the latest and best example of progress 
was that of the noncancellable health 
and accident policy. He said it is the 
greatest thing in the business at pres- 
ent in that it furnishes coverage to meet 
the best class of assured. Mr. Moore 
said that the Pacific Mutual embraced 
three distinct companies. These are 
the participating life department, the 
nonparticipating life department and the 
accident department. Each of these is 
distinct from the other. He spoke of 
the service which the employees, agents 
and officials had given to the company. 
He said that the company had felt for 
sometime that it wanted to reward suit- 
ably those who had served it for some 
length of time. He gave out 22 service 
pins to agents in Chicago who had 
served more than five years. Two had 
served 25 years or more. 

Dr. W. W. Beckett, the medical direc- 
tor, made a few remarks. He said that 
if agents could be in his office and re- 
view some of the cases that came to his 
attention that they would not be so 
bitter when he rejected some of their 
applications. 

D. C, Mac Ewen Speaks 


D. C. Mac Ewen, junior vice-president, 
was the next on the program. He spoke 
about the noncancellable accident and 
health policy. He said that men when 
approached will ask if this is something 
new and may feel they are being experi- 
mented on. He said that this policy 
was necessary to men whose income is 
dependent on their own efforts. He 
said that the company is paying $50,000 
a month or $600,000 a year at the pres- 
ent time to men who are entirely de- 
pendent upon their own efforts. He 
seconded Mr. Baker’s remark that the 
noncancellable health and accident pol- 
icy is one that an agent must sell to 
the big man. It is a big man’s policy. 
He told of several examples showing 
that by selling a noncancellable accident 
and health policy, agents had gotten 








ported, showing the new paid-for busi- 
ness for the first six months of 1923, 
new paid-for business first six months 
of 1922, and increases in insurance in 
force for the first half of the present 


year, are as follows: 
New New Increase 
Business Business in Force 
6 Mos., 1923 6 Mos., 1922 6 Mos., 1923 
..«-$ 495,000 $ 273,000 $ 90,000 
2,095,761 1,609,440 1,186,143 


4,957,000 
2,880,342 
1,532,000 
12,766,574 

2,500,000 
1,594,000 


4,031,799 
2,168,502 

667,825 
9,906,405 
2,200,000 
1,592,500 


2,184,000 
1,500,000 
1,100,000 
5,000,000 

600,000 
3,649,041 
3,549,781 
2,250,000 





1,500,000 
2,000,000 
3,253,000 


1,921,000 


REPORT SHOWS BIG INCREASE 


Figures in Preliminary Statement of 
Iowa Commissioner Show Stability 
and Growth 


Iowa’s favorable “balance of trade” in 
life insurance in 1922, measured by the 
excess of incoming over outgoing prem- 
iums, amounted to more than $13,000,- 
000, and the insurance in force of lowa 
corporations exceeded that carried by 
lowa citizens by more than $500,000, ac- 
cording to the forthcoming annual re- 
port of Commissioner Kendrick. 

Growing stability of the insurance 
business, and an increase in new busi- 
ness of legal reserve companies for 
1922 of 10 per cent over that of 1921 
are other items commented on by Com- 
missioner Kendrick in his letter to the 
governor, which follows, in part: 

“Life insurance business during the 
year 1922 has made good progress. The 
production of new business of legal re- 
serve companies reporting to this de- 
partment was 10 percent greater than 
that of 1921. It is an interesting and 
unusual fact that lowa more than holds 
her own in the great business of life 
insurance. The life insurance premi- 
ums and assessments coming into Iowa 
greatly exceed those leaving the state. 

“Likewise the insurance of lowa com- 
panies in force in other states is far in 
excess of the insurance of non-lowa 
companies in force in lowa. In fact the 
tables incorporated in the report cover- 
ing life, assessment life and fraternal 
business show that the premiums that 
crossed the border of Iowa coming into 
the state exceed those leaving the state 
by $13,040,356.34. Likewise the insur- 
ance in force Dec. 31, 1922, of Iowa 
corporations exceeded that carried by 
Iowa citizens by $502,447,088.21. This 
is believed to be a record at least for a 
state west of the Mississippi. 

“It is also a notable fact that insur- 
ance business is becoming more and 
more stable as time goes on and that it 
is on a higher plane than it has ever 
been before.” 


leads into the life insurance. After the 
formal talks questions were asked by 
the agents. 

Jens Smith, manager of the Chicago 
life department, presided. 

Chicago was one of the cities on the 
itinerary of the officials, Their sched- 
ule included conventions at the Grand 
Canyon, Denver, Omaha, Cedar Rapids, 
Kansas City, St. Louis, Indianapolis, 
Cleveland, Detroit, Toledo, St. Paul, 
Minneapolis, Yellowstone Park, Seattle, 
Portland, San Francisco, 


Miss Marjorie Spence, only daughter 
of H. Wibirt Spence, of the H. Wibirt 
Spence agency of the Mutual Life In- 
surance of New York at Detroit, and 
Mrs. Spence, is engaged to Yates Gorham 
Smith, son of Hal H. Smith. Miss Spence, 
a debutante of last season, is very well 
known in Detroit’s younger social set. 





LOVELACE TELLS WHAT 
LIFE INSURANCE MEANS 


One Dependable Factor in Enab- 
ling Man to Realize His Hopes 
and Ambitions 


GIVES TALK IN ST. LOUIS 


New York University Instructor Tells 
Members of Optimists Club What 
Life Insurance Will Do 


ST. LOUIS, MO., July 3.—Griffin 
M. Lovelace, dean of the insurance 
school of New York University, who is 
conducting a summer insurance school 
here under the auspices of the Life 
Underwriters’ Association of St. Louis, 
delivered an address on “The Value of 
Life Insurance” before the Optimists 
Club of St. Louis Thursday. 

“To me life insurance is the one de- 
pendable factor upon which we can 
count as a step which carry on the 
hopes and ambitions toward which we 
have been striving,” Mr. Lovelace said 
at the outset of his talk. “It seems to 
me that I get a good approach to life 
insurance when | say that every man 
lives two lives. By that I don’t mean 
a double existence, but a life of senti- 
ment and a life of business. If we stop 
to analyze the situation we find that 
the life of business sustains the life of 
sentiment. The big thing in every man’s 
life is probably sentiment, 

“It is rather extraordinary to find out 
just what it costs a man to die. And 
it is always very wise to provide amply 
for the expenses which ensue. The life 
insurance on the average man doesn’t 
usually reach the average family, as it 
is barely enough to liquidate his debts. 
There is always a big demand for ready 
cash and there is always the idea that 
your wife, whom you have left as your 
beneficiary, will pay off your claims in 
order to clear the family name. 

“The next thing to think of is how 
your family will be taken care of in 
case you die at a premature age. In 
planning your .life insurance, the life 
insurance company will always enter 
into a program with you whereby your 
family will have an income. On the 
other hand you may have a son or 
daughter whom you have planned to 
send through college. Your life insur- 
ance policy would provide for that by 
granting them a regular monthly income 
for the time they are in college.” 

{r. Lovelace also outlined other 
ways in which an estate can be pro- 


tected through life insurance. He 
pointed out that very often very large 
estates are endangered through the 


sudden death of the driving factor behind 
them, and that if the ready cash pro- 
vided for through life insurance was not 
available some would become bank- 
rupt. 

He also told how business enterprises 
protect themselves by taking life insur- 
ance on the men who are responsible for 
the success of the concerns; providing 
against the loss that would be suffered 
through the necessity of breaking in 
other men to replace them after death. 





Koch Is Rotary Club Speaker 


Louis Koch, president of the National 
American Life of Burlington, Ia., gave 
an illuminating talk on life insurance be- 
fore the Rotary Club of that city last 
week. He sketched briefly the begin- 
ning and growth of the life insurance 
business, explained the education work 
the life companies are doing and showed 
how the safeguards that are now thrown 
about the life insurance business makes 
it safe for the investor and for the bene- 
ficiaries of those who carry life insur- 
ance. 
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DETROIT AGENTS MEET 


MUTUAL LIFE’S $125,000 CLUB 





Good Addresses at Gathering of H. 
Wibirt Spence Agency—All 
to Join $250,000 Club 





DETROIT, MICH., July 3.—The 
$125,000 Field Club of the Mutual Life 
of New York, covering the district in- 
cluded in the territory of the H. Wibirt 
Spence agency, held its first annual meet- 
ing under its new organization here 
Thursday, with 39 members of the 
agency, who qualified for the club, in 
attendance. 

Mr. Spence acted as chairman and 
congratulated the men and women 
agents on their business during the club 
year. Julius H. Moeller, one of the 
executives in the trust department of the 
Detroit Trust Company, spoke on the 
value of life insurance, and the man- 
ner in which the trust company handled 
insurance funds left to it, for infants and 
widows. J.B. Peters of the same com- 
pany, spoke on the tax question, and 
how the trust company and insurance 
agent could cooperate with each other 
in assisting the policyholder to create an 
estate which would actually accomplish 
the goal the policyholder had in mind 
when he made his will and named the 
beneficiaries in his policies. 


Thomas on “Personality” 


“Personality” was the subject of Leo 
Thomas, one of the largest producers of 
life insurance in Michigan and in fact 
in the United States. Having paid for 
more than $3,000,000 last year and hav- 
ing passed that mark during the current 
vear, his talk was very interesting and 
instructive. . 

Dr. W. A. Spitzley spoke at the noon 
luncheon. His talk covered the rela- 
tionship of the medical department to 
the underwriting end of the business. 
He pointed out various means where 
the underwriter could assist the medical 
department, especially the examining 
physician, which indirectly would help 
the underwriter in obtaining the policy 
applied for, more quickly and more sat- 
isfactorily. Dr. Spitzley is the medical 
referee of the Mutual Life in Michigan. 


Afternoon Session 


The afternoon session was started 
with a very instructive talk on the new 
tax laws of Michigan which will become 
effective the last of August, by H. L. 
Cantelon of the Prentice-Hall service. 
Many important points in the new law 
were brought out by the speaker, who is 
an expert in his work, which were very 
enlightening to the members present, 
and should assist them in showing their 
prospects the need for additional insur- 
ence and tax protection. This talk was 
followed by an informal discussion by 
those present, led by Mr. Cantelon. 

“Building an Agency” was the topic 
of R. C. Wilson, formerly vice-president 
and general manager of the Grizzerd 
Svstem in Detroit. Mr. Wilson’s years 
of experience and success in orcaniza- 
ticn work made him especially valuable 
as a speaker to successful life insurange 
aygerts. 

Loyalty to Agency 


Bert J. Wellman, a member of the 
Spence agency for a number of vears, 
and a member of the club since its in- 
ception, talked to the members on lov- 
alty to the agency and the need for 
planning and system in the underwriter’s 
daily routine. He emphasized the value 
of systematic endeavor. using the army 
as a model, and informing the members 
present that the vear after he came out 
of the army had been his most success- 
ful, givine full credit for his success to 
his regular and systematic living while 
in the service of his country. 

After a short business meeting, when 
officers for the coming year were elected, 
and resolutions sent to George T. Dex- 
ter, vice-president of the company, 
thanking him for the entertainment at 
the club convention, Mr. Spence made 





EXAMINATION FINISHED 


FIGURES ON SOUTHWESTERN 





Texas Department Examines Dallas 
Company—Big Gains Made During 
Past Four Years 





AUSTIN, TEX., July 3—Report of 
examination of the Southwestern Life of 
Dallas has just been made public by 
the Texas department. The last ex- 
amination was made as of Dec. 31, 1919, 
and the examination recently completed 
was confined to the years of 1920, 1921 
and 1922. 

The examiner reported that the com- 
pany is in excellent financial condition. 
“Although the company has confined its 
writing of insurance as well as its in- 
vesting of funds to Texas, and in spite 
of the fact that it has been unwilling to 
deviate from its probably ultra-con- 
servative course and refused to follow 
its competitors into the yet more or 
less unexplored but popular regions of 
substandard business, it has grown by 
leaps and bounds during the last three 
years, elapsed since the last examin- 
ation.” 

Big Gains Made 

The examiner further reported that 
the premium income has increased dur- 
ing that period from $1,830,308 to $3,- 
067,076; the insurance in force from 
$61,968,311 to $112,558,102; the admitted 
assets from $6,971,720 to $12,119,800 and 
the surplus to policyholders from $1,- 
008,066 to $1,583,730. Death claims are 
promptly paid and policyholders re- 
ceive fair and equitable treatment, the 
examiner said. In conclusion, the ex- 
aminer reported: “With its well in- 
Vested funds and its ample resources the 
efficient management has succeeded in 
its untiring efforts to build a life in- 
surance company to which one may 
rightfully refer with satisfaction and 
pride as one of the strongest standing 
Texas institutions.” 

The financial statement as of Dec. 31, 
1922, shows a total income of $4,055,428. 
New premiums totaled $539,095 and re- 
newal premiums $2,527,980. The prem- 
ium income was _ $3,067,076. Total 
ledger assets were $11,663,350; gross 
assets $12,211,686; total admitted assets 
$12,119,799, 





LAPSE RATIO IN COUNTRY 





Farmers Are Still Borrowing on Their 
Policies, Which Results in Insur- 
ance Being Dropped 





Notwithstanding the better condi- 
tions in the life jnsurance field, the 
companies that are dependent very 
largely on country business say that the 
lapse ratio is very high. The farmers 
have not gotten back to a comfortable 
state. They have a lot of unpaid obliga- 
tions. They have borrowed on their life 
insurance and have not the money to 
purchase new insurance or to pay off 
the loan. It is found that 90 percent of 
farmers’ policies lapse after a loan is 
taken out. Some companies are using 
heroic measures to save the business. 
Lapses in the cities have been greatly 
reduced because everybody is at work 
and the industries are prosperous. 








the last motion of the convention before 
adjourning. It was: “Resolved that the 
members of the club this year would 
automatically resign their membership, 
and the club would cease to exist—by 
having all members present become 
members of the $250,000 Club in the 
year of 1923-24.” 


W. E. Hoyer of the John Hancock 
agency at Columbus, O., and Mrs. Hoyer, 
celebrated their 50th wedding anniver- 
sary July 1. They have four children. 
two daughters and two sens, one of 
whom, Ralph W. Hoyer, is associated 
with his father in the insurag:ce business. 





CAN NOT DISCRIMINATE 


DEPARTMENT ISSUES ORDER 





Canadian Insurance Commissioner Tells 
Life Companies That Special Rates 
Will Not Be Allowed 





The Canadian insurance department at 
Ottawa has sent out a notice to life 
companies regarding section 2 of section 
83 of the Insurance Act of 1917, in 
which the department says that it is the 
intention of this section to provide for 
all plans of insurance the same rate of 
premium for policies of $1,000 and up- 
ward as to policies of larger amounts. 
The department refers to “special pol- 
icies” being issued for amounts in excess 
of $1,000 where the rates are lower. The 
department says that the companies have 
advised it that they will not refuse to 
issue policies for $1,000 or upward at 
the same rate when requested to do 
so by the applicant. The department 
says that it has no well authenticated 
information going to show that policies 
for the smaller amounts have been re- 
fused. 


Comment by the Department 


Further the department says: 


“It is admitted, however, by some 
companies that in the case of policies, 
less in amount than a stipulated amount 
used in designating the policy, no com- 
mission is payable to the agent, whereas 
a substantial commission is paid in the 
case of policies for the stipulated amount 
and over. In the opinion of the depart- 
ment this distinction as to commission 
very effectually nullifies the provisions 
of the section above quoted and is at 
best an evasion of the spirit of the act. 
It is believed that this opinion represents 
the consensus of opinion of the compan- 
ies. The department would ask all com- 
panies having adopted the regulation 
above referred to, or having the adop- 
tion of such a regulation in contempla- 
tion, to strictly observe the obvious in- 
tention, as well as the letter, of the 
act.” 


CLAIM PROHIBITION HELPS 
Anti-Saloon League Gives It Credit for 
Much of Increase in Life Insur- 
ance Sales 





= 

COLUMBUS, O., July 3.—Prohibi- 
tion has been a business-getter for the 
insurance companies of the United 
States in the opinion of the Anti-Saloon 
League, which has its national head- 
quarters in this city. As a result of 
prohibition, it is claimed, many new 
homes have been built and a large in- 
crease has been noted in the writing of 
insurance. It is asserted that in April 
1,137,000 life insurance policies were 
written, exclusive of renewals or re- 
vivals, increases or additions. This is 
287,000 more than the previous record 
month in the insurance world, prohibi- 
tion advocates declare. March, 1922, a 
prohibition month, previously held the 
record with 850,000 new policies issued. 
The value of the new policies issued in 
April, this year, it is stated, was $727,- 
179,000. 

Anti-Saloon League Statement 


A statement issued by the Anti- 
Saloon League says: “The number of 
policies written in industrial life insur- 
ance, carried for the most part by 
wage-earners, also breaks records, reach- 
ing the total of 950,000, and represent- 
ing $208,105,000 of insurance, From the 
same group of people usually carrying 
this form of insurance there came, in 
the former davs, the regular patrons of 
the saloon. With the closing of the 
legalized traffic in intoxicants, the vast 
sums spent tor drink were turned into 
legitimate business and insurance reaped 
its share.” 


ENTERS NEW BUILDING 


AGENCY HAS OWN QUARTERS 





Paul Loder, Home Office General Agent 
of the Provident Mutual Life, 
Inaugurates Structure 





PHILADELPHIA, PA., July 2-— 
The Philadelphia agency of the Provi- 
dent Mutual Life, headed by Paul Loder, 
‘today took possession of its new quar- 
ters, 109-111 South Fourth street, around 
the corner from the home office. The 
agency occupies the entire building, 
which is of three-story height but has 


only a ground floor and balconies with) 


a very high ceiling. It is in the heart 
of the city’s financial district. : 
Two unique facts are connected with 


this building: (1) It is said to be the} 


only building in the world occupied ex- 
clusively by the home office agency of 
a life company, and (2) half of the struc. 
ture at one time housed the entire com. 


pany and, indeed, was where the Prov-§ 


ident began business. 
Necessitated by Expansion 


Until today the agency had been lo-} 


cated on the fourth floor of the home 
office building. The change was neces 
sitated by business expansion and need 
for more floor space. 


quarters, putting the underwriter ona 
par with the banker, appealed strongly 
to the constructive imagination of Mr. 
Loder. 

Mr. Loder was general agent for the 
Provident in Chicago for five years. He 
has headed the Philadelphia agency for 
more than two years, and has been with 
the company fifteen years, serving 4s 
home office cashier, assistant to the gen- 
eral manager and in other capacities. 





CELEBRATES “INSURANCE DAY’ 





California Development Association 
Hears Talks on Various Forms 
of Insurance Protection 


SAN FRANCISCO, CAL., July 3- 


The California Development Associa 
tion celebrated “Insurance Day” Thurs- 
day with all speakers devoting their 
time to the various classes of insurance. 
Most of the talks were brief and pre 
pared to be educational for the business 
man listener. John H. Schively, secre 
tary of the Insurance Federation of Cal- 


ifornia, spoke of fire insurance and what J 
it had done for San Francisco and com 


mented briefly on the usual attitude 0 
the layman toward fire insurance when 
the matter of rate was being discusstt 
Peter Murman of the Equitable Life 
New York explained the reasons a! 
uses of inheritance tax insurance; Seti 
B. Thompson of the Union Central Lite 
president of the Life Underwriters As 
sociation, spoke on “Business Instr 
ance,” and Otto Zeus of the Travelets 
spoke briefly on accident and health, 
bringing out the value of the hum 
being and health to successful achieve: 
ment in business. L. G. Saunders S 
the Provident Mutual Life explained " 
the business men the position and th § 
service rendered to the citizen by ‘ 
insurance agent of today. 


Judge Crothers Presides 


Judge George H. Crothers presided - 
chairman of the day and introduced the 
general subject in a short talk on * 
forms of insurance. The judge said s 
was time for all people to think abo 
the tremendous fire losses and the - 
ventable accidents. In regard to ™* 
losses he said that if the buyer of _— 
ance thought rates too high it woul 
well to remember that 97% per - rs 
premium income was again expende i 
losses and costs of giving the sore - 
protection. The judge proved to “i 
strong advocate of insurance 0° 





forms. 
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NEW MAN TAKES HOLD 


HOBBS’ SUCCESSSOR IS NAMED 





Wesley E. Monk, Boston Attorney, Se- 
lected as New Insurance Com- 
missioner of Massachusetts 





BOSTON, MASS., July 3.—Wesley 
E. Monk, a Boston attorney, former 
state representative and state senator, 
and counsel for several banking insti- 
tutions, has been nominated and con- 
firmed as commissioner of insurance of 
Massachusetts, succeeding Clarence W. 
Hobbs. Mr. Hobbs sent his resignation 
to the governor last week and the gov- 
ernor and council took immediate action 
under suspension of the rules in naming 
his successor. Mr. Monk took office 
Monday, being assured of practically a 
full three years’ term, as Mr. Hobbs was 
reappointed but a month ago for his 
second term. 

Commissioner Hobbs left the depart- 
ment to go with the National Council 
on Compensation Insurance, where he 
will act as the representative of the 
National Convention of Insurance Com- 
missioners in regulating workmen’s 
compensation insurance rates and as 
chairman of several important commit- 
tees, controlling such rates for the entire 
country so far as possible and prac- 
ticable. ‘ 

Mr. Monk, the new commissioner, is 
a native of Stoughton, Mass., and 49 
years of age. He graduated from Brown 
University in 1896 and from the Har- 
vard law school in 1899. Since his 
voluntary retirement from legislative 
work last fall he has been practicing 
law. During his terms in the legisla- 
ture he enjoyed a reputation of being 
an able and constructive law maker and 
his record was such that the insurance 
imterests are of the belief he will be 
found on the sound side of important 
matters at all times. He has never been 
in the insurance business, in this re- 
spect being like Commissioner Hobbs 
when he entered the office. 


Arrange Commissioners’ Meeting 


Gustaf Lindquist, president of the 
Travelers’ Equitable of Minneapolis, and 
former Minnesota commissioner, has 
been elected chairman of the general 
committee in charge of arrangements 
for the annual meeting of insurance 
commissioners at Minneapolis Aug. 21- 
24. E. A. Sherman, secretary of the 
Insurance Federation of Minnesota, is 
Secretary of the committee. Other mem- 
hers, appointed by George W. Wells, 
Ir., insurance commissioner, include O. 
Dz Hauschild, George W. Harsh, T. G. 
Me rackens, Fred L. Gray, C. H. Hood, 
“ J. Michaud, W. A. Bartlett, Alexan- 
om Camphell and J. C. Matchitt. all of 
Minneapolis; S. R. Bigelow, W. S. Gil- 
“; and E. W. Randall of St. Paul: 
— L. Hermstad of Red Wing and C. H_ 
Vatson of Waseca. 


Progress of Negro Company 


Se the second annual meeting of the 
—— T. W ashington Life, one of the 
h a negro organizations in Alabama, 
eld recently in Birmingham, by a un- 
animous vote the directors of the com- 
eed vee authorized to increase the 
ee Stock to $100.000. Followine the 
ng message delivered by B .L. Wind- 
cial resident, the report of the offi- 
x towed business during the second 
year doubled the amonnt for the first 


v ij i 
Year. with the net profits in more than 
€qual proportion. 


Arkansas Agency’s Gain 


*4 Arkansas veneral agency of the 
- ontinent Life of Oklahoma City, 
saad a of FE. W. Shackelford, gen- 
ee ry at Little Rock, shows an in- 
the + _ percent in production for 
the ponch S1x .months of this year over 
tenting © Period in 1922. A good organ- 
- on is being built throughout the 
ate by Mr. Shackelford. 














You Pay For Service 





. When an agent of any company 
(f writes a policy there is a certain per- 

cent deducted from his commision in 
order to pay for the Home Office service on that policy. 
He helps pay the freight on his business. 


Accordingly The Lincoln National Life Insurance 
Company has always taken the attitude that since its 
field men are paying for Home Office service they are 
entitled to it in full measure. 


It is good business in any line of trade to give all the 
service contracted for and then just a bit more. 


The Lincoln National Life has found that it is good 
business indeed to help its field men secure all the 
policies possible and then to give unquestioned service 
in handling those policies to the advantage of the agent 
and policyholder. 


It is this constant effort to give full and rounded 
measure of service with each contract that has made it 


pay to 
Ca 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 





Lincoln Life Building Fort Wayne, Indiana 
Now More Than $260,000,000 In Force 
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MEN WHO THINK 










they are built for speed and 






endurance and can qualify for 






general or state agency work, 
will find it to their advantage 


to communicate with 













THE 


LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 
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100% 
EFFICIENCY 


Minimum mortality (32.3% in 1922) 


Maximum interest earnings (6.27% 
in 1922) 


High renewal ratio (approximately 
70% of all business placed in 
years still in force) 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Columbus, Ohio 
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| A LAW CRAZY NATION 








(TAMPA (FLA.) SUNDAY TRIBUNE) 


HE United States is going law 

crazy, Bruce A. Campbell of East 
™ St. Louis told the Illinois Bar Asso- 
ciation the other day. : 

“Unless sensible men come to the 
rescue, we shall have a government of 
laws, with a statute governing our every 
action.” 

Which means, of course, that paternal- 
ism has become the order of the day, 
and affords an explanation of. the 
astounding statement made a few days 
earlier by Senator Smoot, that never 
again will the tax needs of the federal 
government fall below $3,000,000,000 an- 
nually. 

a | 

Because if the various legislatures per- 
sist in providing a government agency 
to superintend everything from hatching 
chickens to human accouchements, cre- 
ating numerous offices and supporting 
them by liberal appropriations from the 
public funds; if government in its va- 
rious forms, municipal, county, state 
and federal continue to put on the pub- 
lic pay roll more and more citizens, cre- 
ating a parasitic class of unexampled 
proportions, duplicating and reduplicat- 
ing the permissible activities of 
government on the one hand, vying 
with each other in an effort to dis- 
cover still more ways to give rein to 
the unbridled demand for paternalism 
on the other, it can be but a matter 
of short time until the producive 


classes of the republic and their capital 

investments will be working almost 

solely to maintain the official class. 
x * x 











PINS FOR COMPANY VETERANS 





Pacific Mutual Life Awards Honor 
Badges to Employes With Long 
Service Records 





Following the decision of the Pacific 
Mutual Life, recently announced, to 
present gold enameled service pins to 
its home office and field employes who 
have been with the company five years 
or more, a dinner was recently given 
to about 300 members of the home office 
agency and their wives, in connection 
with which more than 50 of these 
badges of honor were presented to 
agents and employes of the John New- 
ton Russell organization. 

The service pins were presented by 
Harry Brown, secretary of the com. 
pany, and the one representing the long- 
est term of service, 25 years, went to 
John Newton Russell, the guest of 
honor, on whose birthday the dinner was 
given. Mr. Russell was also presented 
with a birthday cake with 25 candles. 

President George I. Cochran presided 
at the meeting and spoke briefly. Other 
speakers were Dr. W. W. Beckett, vice- 
president and medical director; W. H. 
Davis, general counsel; Danford M. 
Baker, vice-president, and H. M. Robin- 
son, president of the First National 
Bank of Los Angeles and a director of 
the company. Rich J. Mier, vice-presi- 
dent, was introduced as an officer who 
had given 42 years of service to the 
company and consequently was entitled 
to a service pin with four diamonds. 


Wisconsin Reciprocal Law Stands 


The repeal of the Wisconsin recipro- 
cal tax law, which has been on the 
statute books since 1915, was defeated 
in the senate, 17 to 16, and reconsidera- 
tion was refused. Under the present 
reciprocal law, outside companies pay 
the same tax for operation in Wiscon- 
sin, which the states where these out- 
side companies are domiciled charge 
Wisconsin companies for operating in 
their states. 

Senator Severson contended that the 
repeal of the reciprocal law would 
bring $100,000 annually more into the 
state treasury. Senator Benfey said it 
would place the large life insurance 
companies of the state at a disadvantage 
in other states. 














m 
Law crazy? This country is not io 
merely going law crazy, it is law crazy! ca 
And this craze is at the bottom of most as 
of its discontent and economic ills. In A 
a few months another national campaign pr 
will be upon us. The “Tribune” 1s lat 
willing to hazard its reputation on the pr 
prophecy that the outstanding issues of vis 
that campaign will be rivalry between A 
the various candidates as to which can oe 
promise the most in the way of new m 
benefactions of a paternalistic nature; | on 
that not one will sound the note of re- vit 
treat or appear in the role of that “sen- pas 
sible man” which Mr. Campbell holds on 
to be necessary for the country’s rescue. pa 
OK *~ * sal 
From a republic, which is a popular yA 
government conducted by the represen-| Sc; 
tative system, we first degenerated into ae 
a democracy through demagogic appeal, ae * 
and now stand on the verge of seeing h 
the whole original beautiful and sound oy 
structure taken into the maw of an office ve 
holding autocracy! inte 
“Unless sensible men come to the/ a 
rescue, we shall have a government off ut 
laws, with a statute governing our every whe 
action.” How short are we of that der: 
status now? And is there anything ing 510 
sight capable of being diagrammed as the 
“sensible men”? Ster 
INTEREST IN IOWA REVISION 0 
ager 
Important Insurance Matters to Be ager 
Considered When Legislature = 
Takes Up Code Changes Thu 
sura 
Iowa insurance men are greatly inter- cour 
ested in matters of legislation that are the 
likely to be taken up at the extra ses show 
sion of the legislature of that state m the | 
December for revision of the code. good 
Former Commissioner Savage made 2 sult 
number of recommendations to the has « 
legislature at its regular session, which a ful 
were held up pending code revision ané of L: 
these will doubtless be considered whet Mr 
the special session convenes. numb 
On of Mr. Savage’s recommendations schoc 
was for an agents’ qualification law. He a the 
held that “much confusion and some man 
times loss to the policyholder might be know 
avoided if licenses were not issued t0 dertal 
agents until they pass an examination and ; 
and give the department some evidenct learn 
of their qualification.” ough! 
Similar licenses should be secured by better 
managers and deputies of fraternals and Produ: 
all forms of certificates which it is pr0- Selects 
posed to issue should have the approva! given 
of the insurance department, Mr. Sa 
age believes. 
The Iowa law should be amended 
permit the use of any mortality table The 
by life insurance companies which ha now h; 
been proved sound and scientific, in th In fore 
opinion of the commissioner. He point ‘al sto 
out that the law requires that policies the de 
shall be valued upon the basis of theg Percen 
American table of mortality and 4% pe eople 
cent interest, or actuaries combined & States 
perience table and 4 per cent interes Ore th 
; oni 34 fm double 
or actuaries combining tables at 3 or ; 
percent using different standards. oy 
a S il 
Lincoln Life in New Quarters eae 
‘ ° ' 
The Lincoln Life of Nebraska HR cies an, 
moved into larger quarters in the First plant. 
National bank building at Lincoln, 0 
cupying those just vacated by the } ie 
west Life. President O. J. Colleas 
reports that the first six months of ®™ The z 
year have shown an increase of 50 PR Life of 
cent in the premium income on ®°HR of the 
dent policies, and that a very satista’ Hance 
tory increase is being made in the ne The } 
life business. A live, active a8@®7% 385 incy 
force has been organized and produ-i the hal} 
tion results are coming from all pH pany ac 
of the field. and y 
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Comment Made on 
Training Salesmen 


HE Chicago Journal of Commerce 

says editorially on “Training Sales- 
men”: 

“Kipling’s ‘We have 40,000,000 reasons 
for failure, but not a single excuse,” 
may be applied to salesmen in the opin- 
ion of John A. Stevenson, former Chi- 
cago man, now resident in New York 
as a vice-president of the Equitable Life 
Assurance Society. He is directing a 
program of training, associated with 
large commercial and industrial enter- 
prises over the country, in the sales di- 
vision of the American Management 
Association. 

“Salesmen are not born, but made, 
modern business has shown; and their 
systematic instruction has become a 
vital matter. Constant supervision of 
men, with practical training while they 
are on the job, is the modern road to 
sales excellence. The problems of sales- 
manship are many and frequent. ‘Why 
does one man sell while another fails? 
Scientific study and application of prin- 
ciples are given to the answer. 

“Personality, address, manners, all 
the items which put a sale over, may 
be cataloged, studied and added to the 
intellectual equipment of the salesman 
as he goes along performing his daily 
duties to his employer. The salesman 
who sells $1,000 insurance a day won- 
ders how it is that another man sells 
$100,000. He may find out why under 
the expert guidance of a man like 
Stevenson.” 


Recruits Men From Schools 


Oak E, Davis, Nebraska state man- 
ager Security Mutual, is recruiting his 
agency forces from the picked men of 
schools that he has been maintaining. 
Every Tuesday in Lincoln and every 
Thursday in Omaha he talks on “In- 
surance Salesmanship,” as part of a 
course, to men who have enrolled as 
the result of advertising. Those who 
show alert and intelligent interest in 
the work are given a chance to make 
good with the company. As one re- 
sult of this school work the company 
has opened an agency in Omaha, with 
a full force of men and A. G. George 
of Lincoln in charge. 

Mr. Davis has been recruiting a 
number of agents from among the 
school men of the state, following out 
a theory that the best results to a sales- 
man come from having a_ thorough 
knowledge of his work before he un- 
dertakes it. He goes a step further 
and says that the educated man will 
learn what he should know more thor- 
oughly and quickly and be able to make 
better use of it; hence, will be a better 
Producer. These school men _ were 
selected as a result of a special course 
given to an invited list of men. 


Peoples Life’s Progress 


The Peoples Life of Frankfort, Ind., 
now has more than $26,000,000 insurance 
m force. It recently increased its capi- 
tal stock from $100,000 to $200,000 by 
the declaring of a stock dividend of 100 
Percent. This increase will enable the 

eoples Life to enter any state. Some 
States require a capital of $200,000 be- 
fore the company can enter and write 
double indemnity and total disability in 
connection with life policies. The Peo- 
ples Life is operating in Ohio, Indiana, 
Illinois and Michigan. Recently Arthur 

- Louette was made manager of agen- 
an and he is now extending the agency 

ant. 





Reserve Loan’s Results 


The agency force of the Reserve Loan 
Life of Indianapolis during the first half 
the year wrote $10,822,188 of insur- 
ance, 

The Reserve Loan now has $54,713,- 
385 insurance in force. The net gain for 
the half year is $3,649,041. The com- 
Pany accepts applications up to $50,000 
and writes both standard and sub- 
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Standard risks. 





The Close of the Day’s Work 


HEN you begin to figure up your earn- 
ings and recall the several reasons for 
failures during the past year, you then more 
than any other time keenly realize the im- 
portance of a helpful constructive home 
office service that trains you to overcome 


such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and 
a direct co-operative spirit generously given. 


All this and more we constantly strive to 
give our agents. This coupled with good 
policy contracts and liberal commissions, is 
an incentive which should interest any am- 
bitious agent who wishes to make the most 
of his salesmanship efforts. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 
LOUISVILLE, KENTUCKY 


JAMES R. DUFFIN, President 














July 5, 1923 





THE NATIONAL UNDERWRITER 


h lized that h vould dow 

WHAT FIVE GENERAL te the ny befor Wclosed, he got 
, s t > 

AGENTS THINK ABOUT IT | thc,<a" 2:3 busy comes aievad ia. lite 
—_———- insurance. The policeman replied that 


“Nothing humbler than ambition i ett were att someone ts the acter 


Chicago Agency Leaders Tell 
borhood who might be interested in 


when it tis about to climb.” What is in Their Minds buying a little. The policeman said, 


‘That Greek who runs the candy and 
Just Now fruit store on the corner has $27,000 
in the savings bank. He ought to have 
some life insurance.’ 

“*When I found that out,’ our new 
Benjamin Franklin, the greatest American ARGUMENTS BEING USED agent told me, ‘I simply went in and 
authority on ambition, made that observa- ———. got some of it. 
ion; with f Acts As Toni 
tion; and equal truth he might have Talks With Drew, Meyer, Standish, 7 . 


added that nothing is more aggressive in . “A new man like this is a good thing 
gaining its end, nor more conservative in Whitney and Hoffman Bring for any agency. He has no idea of what 
the other agent thinks he is supposed to 









































































its choice of means to that end. ' Out Valuable Pointers : : a eo ‘ : 
do, but simply walks in and starts to 
The Franklin has a splendid tradition for = on his ~~ koma He does hoot 
“ ” observe any traditions. ere is no bet- 
Aggressive Conservatism. Organized From time to time it is highly inter- | ter tonic than this for the men in any 
to render practicable the highest ideals of esting to get a frank expression from a |@gency. It wakes them up and makes 
life insurance, it has maintained among number of general agents regardin them .realize that they are not working 
its underwriters, as the first essential, the the conditions that affect aiaiee re ap to SE eageey. 
highest ideals of service—ambitious ser- ting. The successful general agent is tay Sew Gecey 
vice. always in close touch with the field. “Another thing that we are finding 
That other wonderful idea worded, “He He knows the problems that his men | YS'* valuable right now is the new , 
- . h Chicago city directory. No new city 
profits most who serves best,” has been are wrestling with. On the theory that | directory has been issued in Chicago 
practiced by this company since 1884 their comments would reveal the current | since before the war. This new edition i 
Our men know it is true. situation in Chicago, which is a rep- is therefore particularly valuable. It 
resentative city. THE NATIONAL UNDER- has supplied us with thousands of new t 
‘ : - , leads. It is a gold mine of information, 7 j 
WRITER interviewed five Chicago general | and just at this time we are getting all , 
agents last week, asking them, “How do | of our new leads out of it. It would } 


doit oT Wen tn What are your men |}he hard to estimate the real value of 
oing: at kind of policies are they | this new directory when it is considered 


Th F anklin Lif Ins Co selling? What particular arguments are |that it has been years since the last 
e r e urance mpanhy they using at this time? What is going | one was published.” s 




















on in your agency? What are your men n 
Springfield, Illinois saying, and what are they doing? “Come On” Not “Go On” ie 
Frankly, how are things with you?” Julius H. Meyer, New England Mu- it 
These questions were answered in this |tual: “We have written more business a 
way: : during the first six months of this year it 
New Man Stirs ‘Em Up than we put on the books all of last h 

A. A. Drew, Mutual Benefit: “We took | year, and we are making our record be- 

on a new man here a few months ago, ; cause everybody in this office is in the 
and his activities have almost revolu- | working spirit. We are putting on the as 
tionized our agency. At any rate, all of | driving power. We are proving to our- : 
our men have had their batteries re- | selves all over again that the business 4 
charged by him. He is a man of tre- |is there for the men who go after it. | ve 
mendous energy. For instance, we have | believe that during times like these, gen- th 
in this agency what we call our Work- |eral agents should get out on the job § ™ 
ingman’s Club, one of the rules of which | themselves as much as possible. That be 
is that every member shall be on the job | is what I have been doing this year. In be 
HE. Chi N S ] not later than 9 a. m. When our new | fact, the New England Mutual is advo- we 
1cago ationa man was asked to join the club and he | cating that its general agents adopt as J = 
e was shown this 9 o'clock rule he simply | their slogan, ‘Come On’ instead of ‘Go § - 
x Life Insurance Com- laughed at it, and asked why any life|On.’ In other words, the company . 
al) insurance salesman had to agree to get | Wants its general agents to get out o! de 
h M ] > down as late as 9 o'clock in the morn- | the firing line and lead the men. The ha 
pany as specia in- ing. He gets on the job at 8:15, and | general agent who can actually go out be 
e so do most of the rest of the men in |and write the business himself is, after - 
ducements for live the agency now. For the first 20 to 30 |all, in a much better position to tell ry 
. Illi e d | di ri tage A 7." the men get here they | his ee " . do than ~ ‘office od 
study the Carnegie course, and have it | general agent. nave noticed this year Se 
agents In noIs an n lana, explained by our agency instructor,|that in Chicago there is a tendency ee 
d Then, until 9 o’clock or so, we hold |among general agents to write more hin 
a vantageous contracts, what we call a clinic, which is simply | business personally. Where the general - 
‘ the case method. Our men get together | agent is in the thick of the battle him- My 
standard policy forms home and tell each other about the cases they | self all of the men behind him get a po 
, had the previous day, and ask if anyone | Stronger inspiration. nov 

° ° else would have handled specific cases ? S 

office co-operation and the Scalp. Wade wile cae eoobcion age rcdigueneenganrs ae 
“Another thing, we are writing more Mai 


a Instead of simply getting to the office i ang - 
fl f | kh ld- by 9 o’clock, the men are now all pepped policies in the office this year and that ; 
intiuence O 200 stoc oO up, and ready to start out on the aeeat i another thing that “ a = oy 
- at 9 o’clock. This change has made a | h@ve cut out a great deal of the wo 
ers in both States. big difference in our sradeetion. It | that we formerly did in making elab- th 
gets the men out of the office earlier, | OT@te Preparations for cases. We are . 
but, what is more important, it starts | S0!™S Out now and bringing back any- 
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. policy. We find that there is a certam | 
Five thousand leads received last —— no ty seellggs  typlindhegee larg 
th £ Id stimulation in numbers, ihe ag , bein 
mon rom our stockholders. “Our new man has surprised everyone | !5 actually writing business, who ' Mang 
with his energy. He was formerly a really closing cases, can keep his spit man 

bond salesman, and in his old connec- | UP far better than the man who Is = the 

tion learned the value of making a large |ing only two or three cases a mont and 

number of calls. He has brought this |¢ven if these cases happen to be large othe 

lesson with him to the life insurance | O©S- Mar] 


Chicago National Gnvderwriters Co. baotass, "Hie tathps gee tt deny tone, Big Men Best Proupects _ 
H. S. Standish, Union Central: “Ou sales 


He has set a fast pace for the rest of 






INCORPORATED the men. As an example of his meth- | agents find that big men are the best Whe 

GENERAL AGENTS cds, the other morning he showed up | prospects right now. They are buying Sold, 

" the first thing with a big application. I | considerable life insurance. Apparently, great 

202 So. State St. Chicago, Ill. asked him where he got it. He replied |this is due to the fact that many me? Sity 
that he had tried to get back to the | of affairs are disturbed over the imme Our 

office the night before, but found that | diate future of business. You have 9 be re 


























he was not going to be able to make it. | ticed how shaky and uncertain the sto’ 
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There is nothing that upsets a business 
man so much as a depression in the 
stock market. It makes him feel that 
there may be breakers ahead for general 
business. When a big business man is 
somewhat doubtful about the future, 
when he is anxious over what the next 
few months are to bring, he is then in 
an excellent frame of mind to be inter- 
viewed by a life insurance man. There 
is no denying that a man of large means 
often remains untouched by the senti- 
mental appeal that is so often used by 
life insurance salesmen. If, on the other 
hand, he can be approached through the 
avenue of business, if he can be made 
to see the relation between life insur- 
ance and business uncertainty, he will 
lend an ear. 


One Argument Used 


“We have a man in our agency who 
goes right to the heart of the matter 
with a big man by asking, ‘You have 
worked all of your life to build up this 
business, and you have gotten it on a 
fine basis. But you know as well as I 
do that the real management and suc- 
cess of this business rests in you. If 
you should die suddenly and without 
making definite arrangements for the 
continuance of this business, the busi- 
ness would go to pot and you would 
have worked all of these years for noth- 
ing. Have you ever thought of that?’ 

“He finds that such an argument 
touches the business man where he lives, 
and yet the same man might be un- 
moved by a lot of conversation about 
Mary and the baby. 


Position of Smaller Prospects 


“It has been our experience that the 
smaller prospects are not buying as 
much this ‘year as they have for the past 
few years. They are, generally speak- 
ing, spending too much money. They 
are simply not in a position to buy life 
insurance, and because they are not, we 
have been going after the bigger fish.” 

All in Point of View 

R. E. Whitney, New York Life: 
“When I went with the New York Life 
40 years ago the company was doing 
$80,000,000 of business a year. At 
that time, I thought the company was 
making a wonderful record, and that it 
would be many years before such a 
volume could be rolled up again. Now 
we write that much in this department 
of the company alone. We write $50,- 
000,000 a year in Chicago. Getting the 
business is largely in the point of view. 
A few years ago I was talking to a Ford 
dealer in Chicago who told me that he 
had sold 13,000 automobiles the year 
before, and he was inclined to brag 
about his record. I called his attention 
to the population of the city, to the 
thousands of potential automobile buy- 
ers, and after making him consider the 
large figures for a few minutes asked 
him if he were really so proud of hav- 
ing disposed of only 13,000 automobiles 
mone year. That same idea should be 
applied to our business. I think that 
nowadays when all of the companies 
are doing such a large business, the 
man in the field needs to be made to 
vnderstand clearly that he has not 
worked out his territory. There is dan- 
ser of the agent getting the idea that 
he has gone over the ground pretty 
thoroughly. 


Population Sales Basis 


“I often point out to our men the 
large number of commodities that are 
being sold by the thousands each day, 
and for which there is no particular de- 
mand. There are salesmen going about 
the city selling pencils, office supplies, 
and various devices of one kind or an- 
other that would be practically off the 
market if it were not for the fact that 
they are being pushed constantly by 
salesmen receiving high commissions. 

hen we see that these things can be 
sold, we begin to realize that there are 
reat possibilities for a positive neces- 
sity and benefit such as life insurance is. 
5 ur past life insurance sales should not 
© regarded as any sort of guide. The 
Population of a community only limits 











“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip” 








IHESE words were written over three 
hundred years ago by Robert Greene, a 
contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed “A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 

we have a short modern version— 

“There’s many a slip 

Twixt cup and lip.” 

Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 

Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you? Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that wouldbea tragedy indeed! 
That would be one of the many things that 
fail “‘twixt the cup and the lip.” There is 
something terribly suggestive in that title— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell “in” and not “out”. 


Send for a New York Life Agent and find 
out all about it. 











NewYork Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 














CHARLESTON 


HARRISON B. SMITH, President 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 











(CONTINUED ON PAGE 24) 


O. W. JOHNSON, President 


SECURITY LIFE INSURANCE CO. OF AMERICA 


ROOKERY, CHICAGO 





INSURANCE IN FORCE ° 
ASSETS . ; ° ° 


$45,000,000 
5,137,208 








has entered the State of IOWA and announces the appointment of J. Fred Moore, formerly Superintendent 
of Agents for National American Life of Burlington, Iowa, and David Harrison Jenkins, formerly Special 
Agent for the Peoria Life in Iowa, as the Company’s Iowa Managers, headquarters Cedar Rapids, lowa. 


Terms of liberal GENERAL AGENCY CONTRACTS FOR IOWA districts may be had 
on application to Moore & Jenkins, Managers, Cedar Rapids, Iowa, or to the Company. 











THE NATIONAL 





UNDERWRITER 

















Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 
Do non-forfeitable renewals mean any- 


thing to youP 


Does a Home Office contract mean any- 


thing to youP 


Does close co-operation and assistance 





mean anything to youP 


Are you getting what is coming to you 


in this way? 


Do your family and you receive just com- 


pensation for your labors? 


Are you desirous of a connection that 


will enable you to do this? 


Can you show a clean record and are you 
interested? 








Territory in 
Missouri, Illinois, Louisiana, Arkansas and 


‘Kansas 


Address D-73 


Care The National Underwriter 
































We are now offering our 





*‘Complete Protection Policy’’ 
— that is — 

ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... 
=e 


KANSAS, MISSOURI 
and ARKANSAS 





IF YOU LIVE 






Protection 





GOLDEN RULE AGENCY CONTRACT 





Full information about our Agency Contract 





id Copyrighted 
Policies can be secured by abbusing sas tan 


LOUIS A. BOLI, Jr. 


WICHITA 


Agency Director 


KANSAS 


























INSURANCE TRUST AGREEMENT 


Form That Is Suggested by the National City Bank of New York 
for Handling Funds 











HE National City Bank of New| the estate is considerably augmented by 

York is making a specialty of its| the life insurance which becomes pay- 

insurance trust agreement whereby | able at death of the settlor. 
securities, property of other kinds and The National City Bank of New York 
life insurance are set aside for some |has issued a pamphlet entitled the 
special purpose, the bank acting as | “Modern Insurance Trust,” which de- 
trustee, it being instructed to carry out | scribes this plan. It furnishes in addi- 
certain requirements on part of the one| tion an illustrative form of insurance 
providing the trust. Many life insur- | trust agreement, showing some typical 
ance men are following a plan of this | provisions and the customary admin- 
kind arranging for the income from | istrative clauses for use as an aid and 
securities placed in the hands of the| preparatory to obtaining legal advice. 
trustees to pay for life insurance. Thus ‘ This form is as follows: 


THIS AGREEMENT made, executed and delivered in the City of New York, 





GP asesoseeess Sr Gy eenccebecactescéoat 9 eens: Or Se Bis 6.6 ccs ctneeese 

ee See Gee OE 6b'n 605 9:606606400000006000 (hereinafter called “the settlor”’), and the 

National City Bank of New York (hereinafter called “the trustee”), WITNESSETH 
FIRST 


The settlor hereby assigns, transfers and sets over unto the trustee and its 
successors, all the following described insurance policies and other property: 
Insurance Policies 


Life Insurance Policy No. ......... OU ovkcekaacseveessseens Company, etc. 
(Here will follow schedule of insurance policies) 
° Securities 
Geeccesecessoseccee par value, etc. 


(Here will follow description of any securities deposited) 
Insurance Clause 


TO HAVE AND TO HOLD unto the trustee and its successors, in trust, how- 
ever, for the use and purposes following: 

To hold said policies without any obligation of any nature in respect 
thereto other than the safekeeping thereof during the life of the settlor and 
upon receiving proof of his death, or that any of said policies shall have matured, 
to use its best efforts to collect and receive any and all sums of money payable 
thereunder and when so collected and received to hold and invest said sums of 
money as a trust fund or add the same to any trust fund already existing 
hereunder, subject to the provisions hereof. 

Provisions for a Wife 


II. To apply the income from said trust fund quarterly (and so much of 
the principal as the trustee in its absolute and uncontrolled discretion may deem 
advisable for her proper care and support) to the use Of ........ccccececeneuneny 
wife of the settlor, during her life, and upon her death, to divide said trust 
fund (or as much thereof as shall then remain) into two (or more if necessary) 
equal shares, to be further held in trust for the uses and purposes hereinafter 
stated. 

Provisions for Children 

III. To apply the income from one of said shares (and so much of the prin- 
cipal thereof as the trustee in its absolute and uncontrolled discretion may deem 
necessary for his proper education, maintenance and support) to the use of 
shedbbeuskd bid 6eR cedeheeeneeseaseas son of the settlor, during his life, and upon his 
death or if he shall have predeceased settlor’s wife then upon her death to con- 
vey, transfer and pay over his share of said trust fund (or so much thereof as 
shall then remain) to whomever and insuch shares as by his last will and 
testament he may appoint, and in default of such appointment, to his lineal 
descendants per stirpes and not per capita, and if he leave no lineal descendant 
Pin SUPVIVIME, BO cccccccccccecccccccesecs , daughter of the settlor, or if she be 
not then living to her lineal descendants per stirpes and not per capita, and if 
she leaves no lineal descendant her surviving, to (such other persons or charities 
as the settlor may designate). 

(NOTE: The term “per stirpes and not per capita” means that 
children of a deceased child will take collectively the share their 
deceased parent would have taken if living.) 

IV. To apply the income from the other of said shares (and so much of the 
principal thereof as the trustee in its absolute and uncontrolled discretion may 
deem necessary for her proper education, maintenance and support) to the use of 
dc ceebheneneeeeshateeneebase daughter of the settlor, during her life, and upon 
her death or if she shall have predeceased settlor’s wife then upon the death 
of said wife to convey, transfer and pay over said daughter’s share of said 
trust fund (or so much thereof as shall then remain) to whomever and in such 
shares as by her last will and testament she may appoint, and in default of 
such appointment to her lineal descendants per stirpes and not per capita, and 
if she leave no lineal descendant her surviving, tO .....-.eeeeeeceeeeeeeees son 
of the settlor, or if he be not then living, to his lineal descendants per stirpes 
and not per capita, and if he leaves no lineal descendant him surviving, to (such 
other persons or charities as the settlor may designate). 

(NOTE: These are typical provisions for disposition of income 
and principal. This part of the instrument is entirely flexible 
and can be changed or amplified to meet the particular situation, 
care being taken not to extend the term of the trust beyond the 
limits set by law.) 

Temporary Assistance 

V. As soon after settlor’s death as practicable, the trustee shall pay over t0 
settlor’s said wife, or if she be not then living, to each of settlor’s said children, 
out of any funds in its hands or from the proceeds of any life insurance policies 
a sum or sums not exceeding the aggregate $..........+++, which in its absolute 
and uncontrolled discretion, taking into consideration her or their other resources, 
it shall deem sufficient for her or their proper maintenance, care and support 
until income payments from said trust fund can be made, said sums so paid 
to said children to be deducted from their respective shares. 

(NOTE: The purpose of this provision is to meet the expenses 
which arise immediately after the death of a head of the family 
and before the estate can be settled or income from a trust be- 
come available.) 

Accumulations 

VI. During the minority of any beneficiaries entitled to income hereunder 
the trustee may accumulate for the benefit of the minor, so much of said 
income as shall not be necessary, in the opinion of the trustee, for his or her 
proper education, maintenance and support. 

VII. The trustee is further authorized, if in its absolute and uncontrolled 
discretion it deems it to be for his best interest to pay over to said son, upon 
his arriving at the age of .............. years, and after the death of settlor’s 
said wife, any part of the share set apart for him, but not exceeding the 
GUISES GE Gocccvcvccoceese eee 
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Spendthrift Clause 
VIII. No assignment or order by any beneficiary by way of anticipation of 
any part of the income of the trust herein created shall be valid, but the income 
shall be paid by the trustee direct to the person entitled to receive it or deposited 
to the beneficiary’s account in some bank of good standing and repute without 
regard to any assignment or order; nor can the principal or income of said 
trust become attached by trustee process or garnishment or other legal proceed- 
ings while in the hands of the trustee, except to the extent permitted by the 
laws of New York. 

(NOTE: This feature is controlled by statute in New York. 

A judgment creditor can only reach ten percent of the income 

or in special cases the excess over what is necessary to maintain 

and support the beneficiary according to his station in life.) 


SECOND 
Further Deposits 
The trustee may receive any other property, real or personal, including life 
insurance policies, devised, bequeathed, assigned, granted or conveyed to it by 
the settlor, or by any other person, for the purposes of the trust hereby created, 
and all such property shall be held by the trustee subject to the terms of this 
indenture, in the same manner as if it had been included in the description of 
the property hereby transferred to the trustee. Any sums of money or other 
property so received shall immediately constitute a trust fund, or be added 
thereto, to be held, invested and managed, and payments therefrom made in 
accordance with the provisions hereof. 
(NOTE: This provision permits the settlor to increase the 
trust and to make it operative during his lifetime. It is serv- 
iceable to provide a certain means to meet future premiums, as 
well as to provide an income. The agreement can be modified 
so that this income is payable to the settlor.) 


THIRD 
General Investment Authority 

The trustee shall have full power and authority in its absolute and 
uncontrolled discretion, to hold and retain any of the property coming into its 
hands hereunder in the same form of investment as that in which it is received 
by it, although it may not be of the character of investments permitted by law 
to trustees. It shall also have full power and authority, in its absolute and 
uncontrolled discretion, to improve, sell, lease, mortgage or exchange the whole 
or any part of such property, whether real or personal, upon such terms and 
conditions as may to it seem advisable, and to invest and reinvest any of the 
trust funds held hereunder, in such amounts as it may see fit, in such property, 
real or personal, as it may, in its absolute and uncontrolled discretion, deem 
advisable, although the same may not be of the character permitted for trustees* 
investments by the ordinary rules of law. 

(NOTE: The purpose of this clause is to permit the trustee 

to hold and to reinvest in other than savings bank (legal) securi- 

ties. If it is desired to restrict the trustee to legal investments 

this clause should be omitted.) 


Dealing With Subsidiaries 
II. In making or disposing of any such investments, the trustee may pur- 
chase the same from, or sell the same to the National City Company, or any 
corporation, association, partnership or firm which may be affiliated with the 
trustee or in which the trustee may in any other way be interested, as freely 
as it might or could deal with an independent third party, and without any 
greater responsibility, ail rules or provisions of law to the contrary being 
hereby expressly waived. 
(NOTE: To remove any question as to dealing directly with 
a subsidiary company and specifically to permit the trustee to 
buy bonds from the National City Company.) 

: III. During the life of the settlor, the trustee shall make no investment or 
reinvestment of the trust funds or any part thereof in any securities other 
than those permitted by law for the investment of trust funds, without the 
written approval of the settlor, and the trustee shall be under no liability for 
any investment or reinvestment made with such written approval. 

(NOTE: This power of veto gives the settlor control of 
investments, in case the trust is operative during his lifetime. 
In an active investment trust it may be desirable for the settlor 
to retain the right at his option to direct the sale of investments 
and the reinvesting of trust funds.) 
No Amortization 
IV. The trustee shall apply the entire income of all securities at any time 
held by it hereunder, to the use of the beneficiary for whom they are held, 
irrespective of the price paid for them or of their market value at any time; 
it being intended hereby that no part of such income shall be applied as a 
sinking fund to offset the gradual loss of the premium upon or market value 
of such securities. All stock dividends shall be treated as principal and added to 
the trust fund so far as permitted by law. 
Accrtaed Income 
Vv. The trustee shall also apply any income from the property hereby trans- 
ferred to it, or from any additional property conveyed, transferred, devised or 
bequeathed to the trustee for the purposes of the trust hereby created, accrued 
but not due at the date of the receipt of such property by the trustee, to the 
use of the beneficiaries hereunder in the same manner as if it were income 
from the trust fund. 
(NOTE: The effect of these clauses, except as to stock divi- 
dends, is to increase the income at the expense of capital, 
especially as to bonds bought at a premium. The stock dividend 
provision is framed under the New York statute and conforms to 
the holdings of the U. S. Supreme Court.) 
FOURTH 
The trust hereby created shall be deemed a New’ York trust and shall, in 
all respects, be governed by the laws of the state of New York. 
FIFTH 
Alteration and Revocation 
The settlor shall have the power, at any time during his life, by an instru- 
ment in writing delivered to the trustee, to modify, alter or terminate this 
agreement in whole or in part, provided, however, that the duties, powers and 
liability of the trustee hereunder shall not be substantially changed without its 
Written consent. 
(NOTE: This provision gives the settlor full control of the 
policies and the trust fund during his life. Any policy or property 
can be withdrawn. Any change made in the terms of the agree- 
ment affects all the policies alike.) 
SIXTH 
” The trustee accepts the said trust and agrees to carry out the provisions 
reof on its part. 
,. WITNESS WHEREOF, the settlor has hereunto set his hand and seal, 
d the trustee has caused these presents to be executed by its duly authorized 


officer and its corporate seal to be hereunto affixed, as of the day and year first 
above written, 


PUTTITET TTT eT TT TTT TTL ee (Seal) 
The National City Bank of New York, 
(Cor BD ccccccccoecterevesocceseseseccesocecsesece 
porate Seal) . Vice-President. 


Attest: 











The Great-West Life 


Assurance Company 


Winnipeg, Canada 


Operating throughout the entire Dominion 
of Canada, and in Michigan, Minnesota, 


North Dakota and Illinois, U. S. A. 


Sound Progress Based on Service to Policyholders 
FIGURES FROM THE 31st ANNUAL REPORT, 1922 


GEE GE BOOED ov kcvcvccvvcce ..... $318,607, 146 

rr ee. 49,198,255 Interest 
Provision for Profits............ oc. 4,832,639 Rate 
A ae ere Pe eee 38,803,997 for 1922 
hc ccccntaverseudane 1,000,000 

Other Liabilities ....... eee ueuunewes 3,213,531 

vis caserssscnciascursuswasees 1,348,088 7. 1 8 % 
DE c dttdeadecsvencsavesses 60,568,499 


Increased Dividends Surplus interest earnings allowed on 


to Policyholders installment settlements. This year 
Under Monthly 


monthly incomes of $100 (guaranteed 
for 20 years) are being increased to 
Income Contract $121.50 after the first year. 
Unusual Prospects for Field Men 
We have a most desirable contract to offer capable, 


aggressive men who can measure up to the high 
standards of this company. 


T. MILTON TAYLOR, Manager for Illinois 


715 Marquette Building 140 South Dearborn Street 
Chicago 














Assistant Cashier 


“MR. JOHN DOE’S 
INSURANCE” 


If the mythical John Doe could surrender for cash 
all of the policies issued in his name in the last 50 
years he could push Henry F.—, John D. and other 
modern members of the Croesus family into the 
background. 


If any average agent could “‘cash in” on ALL of his 
“good” prospects he could make the Rosens and the 
Albrights take his dust. 


If Mr. Average Agent is working with the close co- 
operation, effective tools, direct-by-mail advertising 
and practical educational helps given him by 


National Fidelity Life Insurance Company 


he can come far nearer to cashing 100% on his work 
than he would otherwise. Get the facts. 


Sales Department: 13th Floor Federal Reserve 
Bank Bldg., 
Kansas City, Mo. 
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Business Mortality of Officials 


WITHIN recent months the business 
mortality of some of the prominent insur- 
ance commissioners has been alarming. 
We are losing some of the best men in 
the supervising ranks. Some insurance 
commissioners become very useful to the 
public and at that time the political exi- 
gencies remove them or they are offered 
some larger position. It seems unfortu- 
nate that with the great revenue that the 
insurance companies pay to the states, 
sufficient salary is not paid'to a man to 
hold him in the commissioner’s office if 
he is willing to stay. Fortunately the po- 
sition of insurance commissioner has at- 
tracted men of splendid caliber who have 
been constructive in their work. 

Just recently it was announced that 
Crarence W. Hoses of Massachusetts 
will relinquish his duties to become rep- 
resentative of the INSURANCE CoMMIS- 


SIONERS’ CONVENTION on the NATIONAL 
CounciL ON WoRKMEN’S COMPENSATION 
INsuRANCE, Mr. Hopps was a tower of 


strength in the INsuRANCE CoMMISSION- 


ERS’ CONVENTION, Another New Eng- 


**Tuning In’’ With the Prospect 


Tuis is the day when thousands of peo- 
ple are “tuning in.” Radio sets are very 
popular. People are having them in- 
stalled in their homes. There is much 
interest being taken in the radio. It is 
necessary in order to get results to “tune 
in” with the station from which you are 
to receive the sound waves... Unless you 
are in tune with the other stations you 
will get no results. 

The other day one of the companies 
made an illustration of “tuning in” with 
life insurance work. The agent must be 
in comport with his prospect. He must 


Older Men Taking Insurance 


Many life insurance men are finding 
that prospects older in years are now in 
the market for life insurance. Hereto- 
fore the man who was 55 years of age or 
more was not regarded as the best prospect 
in the world. By that time his children 
had perhaps been educated and he was 
out of the woods. His need for life in- 
surance was practically over. However, 


Adaptability of Life Insurance 


AGENTS can adapt life insurance to fit 
the needs of policyholders. Many 
prospects find it decidedly inconvenient 
when canvassed to have the premiums 
fall due just at that period of the year. 
Here comes in the short term plan 


lander who ranks high and was regarded 
as most sane and progressive in his ideas 
was Burton MANSFIELD of Connecticut. 
Mr. MANSFIELD was forced to retire be- 
cause a governor was elected that was not 
of his political kidney. JAMes F. RAMEY 
of Kentucky was a man decidedly useful. 
He resigned to become an official of the 
Fipevity Lire & Accipent of Louisville. 
Tuomas B. DoNALDsoN, vivacious, bril- 
liant and on the job all the time in the 
great old state of Pennsylvania, recently 
resigned to become associated with FranK- 
LYN W. Fort of Newark, N. J., in the re- 
insurance business. EARLE N. Rocers, a 
very effective public official, was swept 
out of office in Tennessee. PLatr Wuit- 
MAN of Wisconsin, who served the IN- 
SURANCE COMMISSIONERS’ CONVENTION as 
president and who is a man of rugged 
honesty, is retiring in his state because of 
political conditions. A. C. Savace of 
Iowa, now with the American Lire Con- 
VENTION, is another whose retirement is 
greatly regretted. All are of real ability 
and broad vision. 


be in harmony with him. The agent 
must “tune in” in order to be in accord 
with the man whom he is soliciting. It 
takes some tact, ingenuity and knowledge 
of human nature to be able to “tune in” 
successfully. The point of contact must 
be established. So long as the prospect 
is in a negative state of mind or in an 
obstinate or hostile state, no progress will 
be made. One of the most essential 
characteristics of an agent therefore is 
the gentle art of knowing how to “tune 
in.” He must get the prospect’s view- 
point and seek to meet his needs. 


with the inheritance and estate taxes 
confronting him and with the demands 
made on an estate at death being so much 
heavier, he finds it necessary to provide 
liquid assets so that his family and ad- 
ministrators will not be embarrassed. 
Therefore life insurance comes in as the 
most available and effective medium to 
meet these demands. 


which enables the prospect td carry 
term insurance for a few months to a 
period when each year it will be easier 
for him to pay the premium. One of the 
great beauties of life insurance is its 


President Harrison B. Smith of the 
George Washington Life of Charleston, 
W. Va., has written a book entitled 
“Life Insurance Explained,” privately 
printed for the company. President 
Smith says that he does not pretend 
to be an expert on life insurance nor to 
have any special knowledge of it. All 
the books which he has seen on the 
subject were written by actuaries. Com- 
menting further he says: “The result has 
been that they are not sufficiently sim- 
plified to be easily understood by the 
average insurance solicitor or the aver- 
age prospect. I have tried to write an 
understandable book at the same time 
including a glossary of more or less 
technical definitions.” Among the head- 
ings of the chapters are “Prominent 
Men and What They Have to Say 
About Life Insurance”; “Fundamental 
Principles of the Life Insurance Con- 
“Economic Application of Life 


tract’ 
Insurance”; “Taxes and Life Insur- 
ance”: “Premium Rates”; “General De- 


scription of the Common Forms of Poli- 
cies”; “Qualifications of a Good Agent” 
“Straight or Whole Life Policy a “Lim- 
ited Payment Life Policy”; “Endow- 
ment Policy”; “Birthday Endowment”; 
“Term Insurance”; “Income Insurance”; 
“Family or Savings Bank Policy”: 
“Life Insurance Trust.” President 
Smith gives some general information 
regarding the George Washington Life 
and tells about its contracts. 


— 


Jonathan K. Voshell, manager at 
Baltimore of the Metropolitan Life, and 
former president of the National Asso- 
ciation of Life Underwriters, used to 
be a chicken doctor when he was a little 
boy, and, incidentally, earn for himself 
a dollar now and then. 





“T lived on a big farm in Delaware 
when I was a boy,” he said. “We raised 
a great number of chickens, and every 
once in a while one of the little ones 
would have its leg broken. Usually, 
when a chicken meets with an accident, 
the farmer kills it, merely to put it out 
of pain and because it wouldn’t be very 
much good anyway with a crooked leg 
or twisted back. But I used to gather 
up all the chickens that met with mis- 
haps in the way of broken legs and doc- 
tor them. I’d set the leg, tie it in splints 
and care for the chicken till it was well. 
Then it was mine. 

“One of the reasons for all this indus- 
try was an ambition I had to study med- 
icine. I saved and saved and did, finally, 
take a course in medicine. Despite my 
early training as a farmer boy and my 
later medical studies, I veered toward 
the insurance business and here I am.” 


F. R. Stoddard, Jr., New York super- 
intendent of insurance, announces the 
appointment of Rainard B. Robbins as 
assistant actuary in the New York office 
of the state insurance department. Mr. 
Robbins’ work will be chiefly in con- 
nection with the actuarial problems of 
examinations of life companies. He 
was born at Picard, Ind., April 21, 1886. 
He holds the degrees of A. B. and A. M. 


its annual meeting held 
at Lawrence, Kan., during commence- 
ment week. Mr. Barrow worked his 
way through the university, graduating 
from the law school in 1900. After his 
graduation, he and W. T. Grant, now 
president of the Business Men’s As. 
surance of Kansas City, went to Paris 
together, working their passage on a 
cattle boat. Upon his return, Mr. Bar. 
row practiced law in Kansas City for 
a time before joining the National U, 
S. A.. He has been very successful in 
his work for that company. 


of Kansas at 


President J. C. Maginnis of the Ev. 
reka Life of Baltimore sustained serious 
injuries in an automobile accident the 
other day. In company with Rev. W. 
Howard Bishop he was returning from 
a visit to the University Hospital and 
St. Agnes Hospital in Baltimore when 
their automobile was struck by a street 
car traveling at a rapid rate. Mr. Ma- 
ginnis was thrown on the track, pinned 


down by the automobile and dragged 
quite a distance. He was immediately 
taken to St. Agnes Hospital. He is sui- 


fering from a fractured collar bone and 


shoulder, lacerated and torn leg and 
many minor bruises. ‘ 
Among the guests of the United 


Lasker on the recent trial trip of the 
Leviathan was I. G. Dahle, of the Equit- 
able Life of New York Milwaukee 
agency. According to Mr. Dahle and 
the other Milwaukee business men in- 
vited as guests on the trip. the adver- 
tising value of the trial trip is worth 
millions of dollars. 

Another life insurance man on the Le- 
viathan party was Calvin F. Troupe, 
with the Mutual Life of New York at 
Baltimore. 


Edward H. Griffin, general agent oi 
the National Life of Vermont at Iowa 
City, Ia., died at his home in that city 
some days ago. A few months ago he 
found it necessary to resign the general 
agency or account of failing health. He 
was appointed general agent Sept. 1%, 
1917, to care for the Davenport agency, 
during the absence of John W. Cooper, 
who had been appointed a captain in 
the army and had gone overseas. After 
the war he was given the general agency 
at Iowa City. 

Commissioner Burton Mansfield oi 
Connecticut, upon his retirement June 
30, was presented with a beautiful ra- 
dium-faced eight-day clock and a card 
on which was written: “With sincere 
appreciation and affectionate regards 
from all in the department.” 

The clock is of solid gold and is of 
Swiss make. It has fifteen iewels and 
Mr. Mansfield’s monogram, “B. M.,” is 
inscribed on it. 


Frederick H. Kreismann, president o 
the St. Louis Mutual Life and head of 
the Kreismann Insurance Agency of 
that city, has been elected a member 





from Indiana University, with mathe- 
matics as his major study. He special- 
ized further in mathematics at Harvard 
where he obtained his Ph. D. in 1914. 
Mr. Robbins was instructor in mathe- 
matics successively at Harvard, Shef- 
field Scientific School and the Uni- 
versitv of Michigan. In February, 1921, 
Mr. Robbins was appointed assistant 
actuary in the Albany office of the 
New York department. In the fall of 
1922 he was given leave of absence from 
the New York department to become 
assistant professor of actuarial and sta- 
tistical mathematics at the University of 
Michigan. 

James S. Barrow of Kansas City, 
general agent for the National Life, 





elasticity, if: 


of the board of directors of the Chot- 
teau Trust Company of St. Louis. Mr 
Kreismann formerly was mayor of St. 
Louis and is very widely known 
throughout the central west. 
te : 

J. Thurmon MacKey. special agent of 
the Missouri State Life of St. Low's 
has been transferred to the group dt 
partment at the home office, where he 
will operate in connection with Third 
Vice-President Henry Reigchgott 
sales promotion work and assist agents 
in handling ahd closing group cases. 


John G. Walker, president of the Life 
Insurance Company of Virginia, s4! 
from "New York Tune 30 for an Eure 
pean trip that will extend over a peri 
of three months. He was acco™nani 









U. S. A., for Kansas and western Mis- 
souri, was elected president of the 
Alumni Association of the University 





by his sister, Miss Annie Rose W alker. 
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HEADS WOMAN’S DEPARTMENT 





Miss Anna M. Landis, Leading Sales- 
woman of Lincoln National, Goes 
With Los Angeles Agency 





Miss Anna M. Landis of Los An- 
geles, who led all the saleswomen of the 
Lincoln National Life for written pro- 
duction for February, April and May of 
this year, has been placed in charge of 
the woman's 
d epartment 
of the Los 
Angeles 
agency by 
California 
State Man- 
ager H. G. 
Everett. 

Miss Lan- 
dis has been 
one of the 
teading wo- 
men agents 
for the Lin- 
coln Life 
for the past 
three years, 
being lo- 
cated in 
Co lumbus, 
O., until 
last winter. Her campaign for personal 
business at Taft, Cal., in February, when 
she wrote $60,000 in ten days, is her 
most notable achievement. She has al- 
ready started organization of the 
woman’s department for the Los An- 
geles agency with three saleswomen in 
training. 





MISS ANNA M, LANDIS 


tract with H. A. Clark of Princeton, III, 
general agent of the Northwestern Mu- 
tual Life, has been transferred to Dixon, 
Ill., and will have charge of Lee county. 
Mr. Webb was formerly in the general 
mercantile business at Sheffield and 
later was appointed cashier of the new 
bank at Mineral, Ill. While in the bank 
he wrote insurance “on the side” for 
the Northwestern and did so well that 
he resigned his position in the bank to 
take up the life insurance business as a 
full time agent under General Agent 


Clark. 





Ed. A. Christian 


Edwin Starkey, vice-president Mid- 
Continent Life of Oklahoma City, an- 
nounces the appointment of Ed. A. 
Christian as general agent at San An- 
tonio, Texas. He will have the South 
Texas district. He will have offices at 
216 City National Bank building. Mr. 
Christian is an experienced insurance 
man, having been in the business about 
12 years. For four years under Presi- 
dent Wilson’s administration Mr. Chris- 
tian was collector of internal revenue 
at Austin, Texas. 


R. F. Struthers 


The Western Life of Iowa has opened 
an office at Sioux City, which will have 
charge of South Dakota. R. F. Struth- 
ers is manager. He is a brother of A. 
D. Struthers, vice-president of the 
Western Life. 


J. S. Logan 


J. S. Logan, formerly district manager 
of the San Diego branch of the home 
office general agency of the Pacific Mu- 





Mr. Logan was transferred from San 
Diego to the agency headquarters in 
Los Angeles, where he has been en- 
gaged in special work. 





Lloyd B. Gettys 


Lloyd B. Gettys, who has been dis- 
trict manager at Lincoln for the Mutual 
Life of New York, has been promoted 
to be state superintendent of agencies 
by Robert E. Spaulding, the new man- 
ager for Nebraska. Mr. Gettys belongs 
to the younger group of Nebraska life 
underwriters who have made an intel- 
ligent study of the principles of the 
business and have made unusual records 
as individual producers and as handlers 
of agents. 





S. D. Harris 
The Bank Savings Life of Topeka, 
Kan., has been granted a certificate of 
authority to write business in Arkan- 


sas. S. D. Harris of Hutchison, Kan., 
has been named state manager with 
headquarters at Little Rock, Ark. This 


is the oldest stock life insurance com- 
pany in Kansas and is now in its 15th 
year. 





George W. Coe 


George W. Coe, who has been con- 
nected with the Lincoln National Life in 
northern California, has joined the Cali- 
fornia State Life and will devote his time 
to agency work in California. He has 
been general agent of the Lincoln Na- 
tional Life with headquarters at Sacra- 
mento. His title with the California 
State will be superintendent. 





John James 


John James, former Utah commis- 
sioner of insurance, has been appointed 
Salt Lake City superintendent for the 











L. B. Newton 


L. B. Newton, who has been asso- 
ciated with the Guardian Life as gen- 
eral agent at Omaha, has severed his 
connection with that company and as- 
sociated himself as a special agent of 
the Northwestern Life of Omaha. 





Field Club Elects 


At the annual meeting of the Sioux 
City branch field club of the Mutual 
Life of New York, covering Iowa and 
South Dakota, the following club offi- 
cers were elected for the coming year: 
B. T. Stapleton, Sioux Falls, president; 
Frank Slotsky, Sioux City, vice-presi- 
dent; G. W. F. Moore, Sioux Falls, 
secretary and J. B. Allen, Sioux Falls, 
treasurer. The board of five directors 
was named as follows: Amil Peurtio, 
Wagner; Paul Lynch, Sioux City; Nelle 
Overgard, Rapid City; Edward Griebel, 
Sioux Falls, and Charles Londahl, Sioux 
City. 


Connecticut Mutual Outing 


The eighth annual outing of the home 
office of the Connecticut Mutual Life 
was held June 27 with a trip by motor 
to Ocean Beach near New London, 
Conn. On arrival at the beach they 
enjoyed surf bathing until 12:30 when 
dinner was served. The afternoon was 
occupied with dancing and entertain- 
ment. Juline T. Wessel was in charge 


of transportation. 

The Connecticut Mutual Club has 
elected officers as follows: President, 
Gladstone Marshall; vice - president, 
Thomas K, Dood; secretary, Ila L. 
Hamilton; treasurer, Theodore R. 
Loomis; historian, James A. Smith. 


The Western Union Life is establishing 
district offices throughout California and 
announcements have been made of the 
following appointments: William W. 








Roy C. Webb tual Life, has been appointed manager | Occidental Life. Since his retirement Holshouser, Oakland; A. A. Albrecht, 

, 7 of the new branch office recently estab- | from office Mr. James has been writing + aS Gpeere, Soca: ay 

Roy C. Webb of Sheffield, Bureau | lished by the Russell agency in Long | insurance for the Occidental and other | Cronk’ Los Angeles: W. E. Wells, San 
county, Ill, who has been under con-! Beach, Cal. About the first of the year | companies. Jose. 





OVER 
ONE AND 
A HALF 
MILLION 
MONTHLY 


A. C. TUCKER, President 





When a life insurance company less than four years old 
has over 33 million dollars of good business on its books, 
with over two and one-half million dollars in assets and 
such a company has regularly for more than six months 
received in new business much over a million dollars each 
and every month,it must surely indicate to you that this 
volume of business has not been secured by chance. It 
means that the company must-have attractive and popular policy con- 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 
Iowa Building, Des Moines, Iowa 


WILLIAM KOCH, Vice-President and Field Manager 
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OMAHA ASSOCIATION BLECTS | DE. F. L. HOFFMAN SPEAKER 





W. I. Cortwright of Mutual Life Made | Eminent Guests Were Present at An- 


President—Start Drive for Na- 
tional Convention in 1924 


, July 3—The annual 
meeting of the Omaha Life Underwrit- 
ers’ Association, held Saturday, devel- 
oped ambitious plans for the coming 
year. Reports of the officers and com- 
mittees were teceived and approved 
and officers elected for the ensuing 
year. 


OMAHA, NEB. 


Work for Cooperation 


The report of the retiring president 
included a recommendation of the sup- 
port of the organization for the plan 
of the insurance branch of the Chamber 
of Commerce to work for the coopera- 
tion of all insurance interests, including 


the policy holding public, for a more 
creditable insurance department in 
Nebraska, by means of securing a 
larger appropriation from the nearly 


$500,000 paid into the state in fees and 
taxes each year, 
Seek 1924 Convention 


Enthusiastic discussion was aroused 
for a special train for the National As- 
sociation meeting at Chicago and for a 
winning drive to secure the 1924 con- 
vention for Omaha. 

The following officers were elected: 

I, Cortwright, special agent, Mutual 
Life, president; Hugh Wallace, general 
agent, Equitable of lowa, vice-president; 
C. T. Platt, special agent, Mutual Bene- 
fit, treasurer; Forrest N. Croxon, mana- 
ger, Equitable Life, secretary, and H 
Wilhelm, general agent, Northwestern 
National, member of executive commit- 
tee of National Association. 





nual Meeting of the San Francisco 
Life Underwriters 


SAN FRANCISCO, CAL., July 3.— 
A. V. Bayley, Jr., of the Northwestern 
Mutual Life at San. Francisco was 
elected president of the Northern Asso- 
ciation of California Life Underwriters 
at the annual meeting. The meeting 
was the most successful yet held by the 
organization and was featured by four 
star performers in Dr. Frederick L. 
Hoffman, the eminent statistician; Chas. 
7. Rockwell of the School of Insurance 
of Pittsburgh University; J. H. Jefferies 
of the home office of the Penn Mutual, 
and George D. Squires, insurance com- 
missioner of California. 

Dr. Hoffman spoke for some time on 
life insurance and its relation to eco- 
nomics and industry and to the every- 
day life of the ordinary American. He 
criticised the present tendency in the 
country, which seems to be growing, to 
recognize large corporations as proper 
prey for attack and raiding in various 
ways. The larger a business is, he said, 
the more enemies it gets. In 1923 Dr. 
Hoffman looks for the biggest year in 
the business, which he said was due to 
the more intelligent manner and better 
personnel of those engaged in the busi- 
ness. He scored social insurance and 
unemployment insurance and paid a big 
tribute to the man in the field. The suc- 
cessful life insurance agent, he said, 
must have a wide vision and patience 
and energy. He urged the members to 
read insurance journals on all the pub- 
lished subjects, telling them to broaden 
their knowledge of the business without 
becoming actuaries or attempting to 
solve the mathematical problems. The 








vision of the service rendered by life 
insurance must be secured. 

Mr. Jefferies spoke on the subject of 
knowing the needs of the insured, while 
Mr. Rockwell spoke on the presentation 
of the protection. 

The other officers elected are Paul 
Judsen of the Penn Mutual, first vice- 
president; Victor A, Anderson, second 
vice-president; Mark Sawrie, secretary, 
and Roy Henderson, treasur@r. The 
meetings of the association will be re- 
sumed in September, announced incom- 
ing President Bayley. 

* * * 

Boston, Mass—The June meeting of 
the Boston association Thursday was de- 
voted to a discussion of a new institu- 
tional publicity scheme put over by the 
association’s publicity committee in get- 
ting the Boston “Sunday Herald” to 
carry each week for the next year a full 
page, illustrated, rotogravure section on 
life insurance, The material is to be 
furnished by the association and the Sun- 
day paper furnishes cartoonists and 
others to assist in the illustrations and 
makeup. 

Edwin W. Preston, manager of the 
paper, explained the paper’s object in the 
campaign which he described as being 
educational and humanitarian service the 
paper was glad to assist. Edward Whit- 
ing, a columnist on the paper, and Hay- 


den Jones, cartoonist, also spoke. Em- 
manual Martines, in charge of the 
“Herald's” educational department, also 


explained the plan. 

Earl G. Manning, who is preparing the 
copy for the pages, stated that prizes will 
be given for those furnishing the best 
ideas as to how the association may co- 
operate with the “Herald.” The page 
advertisements will start Sept. 1. 


* * * 


Louisville, Ky.—James F,. Ramey, sec- 
retary and treasurer of the Fidelity Life 
& Accident Company, was presented with 
a sterling silver pitcher last week by 
members of the Life Underwriters As- 
sociation of Louisville, as a token of 
their appreciation for the service he 
rendered while insurance commissioner 
of Kentucky. 

The cup was presented to Mr. Ramey 
at a luncheon given by the underwriters. 

The following officers were elected: 





President, H. A. Smith; 
A. Murrell; second vice-president, 
R. Chenoweth. Directors: Foree Dennis, 
J. C. Hardin; secretary-treasurer, A, Ed- 
gar Nichols and Irwin Hertzman. 
* * * 

Topeka, Kan,—George H. Grogan, ac- 
tuary for the Bank Savings Life, has 
been named as the representative of the 
Topeka association on the executive com- 
mittee of the national association. Pen- 
dleton Miller, president of the Topeka 
association, has announced the commit- 
tee chairmen for the present year: Mem- 
bership, Harry Stewart; program, A. E. 
Hoy: entertainment, Paul SS. Kantz; 
press and publicity, James H. Mickey; 
finance, H. O. Garvey; legislation, Carey 
J. Wilson. 


vice-president, 


* * * 


Philadelphia — Clayton M. Hunsicker, 
Fidelity Mutual Life, a former president 
of the Philadelphia association, will 
head the field practice committee. The 
committee, which watches over the ethics 
of the profession, will also include: J, 
Mortimer Darby, Massachusetts Mutual; 
B. C. Fenwick, John Hancock; Arthur 
Saxon, Metropolitan, and C. Burgess 
Taylor, Northwestern. 

*x* * * 

Galveston, Tex.—A temporary organi- 
zation of a life underwriters association 
has been effected by the life insurance 
agents of Galveston. Thirty-eight 


agents attended the meeting. C. Hubert — 
National is | 


Anderson of the American 
temporary president; J. M. Grayson, Na- 
tional Life & Accident, vice-president, 
and Jack Blum, Pacific Mutual Life, sec- 
retary. 

*x* * * 

Grand Rapids, Mich.—Officers for the 
Grand Rapids Association for the coming 
year have been named as follows: Presi- 
dent, W. H. Strahan; first vice-president, 


Roy L. Fuller; second vice-president, 
Harry M. Truesdall; secretary and treas- 
urer, Carl L. Duvall. The principal 


speaker at the annual meeting, at which 
the election of officers took place, was 
Dr. F. P. Burchell. 





The BROKERAGE CARD, size 8%%x1ti 
inches, will keep your brokerage ac- 
counts on a convenient and accurate 


basis. Send for sample. The National 
Underwriter, Insurance Exchange, Chi- — 
engo, Til, 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets’ - ° 


$22,500,000.00 





GENTLEMEN : 


which only cost me $1,114.00. 


I am well pleased with this settlement. 


Beatrice, Nebr., 


Bankers Life Insurance Company, Lincoln, Nebr. 


This is to acknowledge receipt of your draft through your general agent, Mr. A. H. 
Gray, for $613.64 being the surplus earned on my $2,000.00 policy which matured this day. 


I consider this has been a splendid investment for me and I am very glad that I used 
the good judgment 20 years ago to take out this policy, I am 


Yours truly, 


ADA B. SCAMAN. 


May 12, 1923. 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 








I have had 20 years protection and now receive 
$613.64 cash and a $2,000.00 paid up participating policy for life which is a total of $2,613.64 








If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


Name of insured...........Ada B. Scaman 
Residence.................Beatrice, Nebr. 
Amount of policy. yee 8 =—s 
Total premiums paid........ .... 1,114.00 


SETTLEMENT 


Total cash paid Mr. Scaman...... . . $613.64 
And a Paid Up Participating policy for 





$2,000.00 














July 5, 1923 
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How Two Life Agents | 
Added to Their Volume | 


H. GABEL of Joliet, Hl, man- 
O ager of the Illinois Life in that 
* district, cites the record of 
Thomas Cusick and Ralph Engle. Mr. 
Engle started with the company March 
97, this year. On June 23, figuring six 
working days a week, the average profit 
of these two men is a little over $60 a 
day. In the last six weeks they have 
ordered a number of extra policies and 
in that length of time the original appli- 
cations that they wrote on which they 
ordered extra policies were $49,500. On 
this amount they delivered $89,000. 
Commenting on the method used Mr. 
Gabel says: 

“The way the boys do is this—for 
instance they write a man for $2,000, 
then they order a $2,000 and a $4,000 
policy, or whatever policy they think 
the man might carry, and they have it 
all in one policy. They tell me it is 
much more handy and easier to deliver 
if the extra policy is in one policy and 
not in two policies. They tell me in 
every case, everybody was very much 
pleased to know that the company gave 
their applications such special consid- 
eration. 

“The boys use the argument that the 
inspection on them showed them up so 
well that the company saw fit to issue 
extra insurance for them if they desired 
it As Mr. Engle is a new insurance 
man it ought to be an incentive for 
9” 


wd 


business. From March to June 23 
they figure that they worked 70 days at 
an average profit to each one of them 
of more than $30 a day.” 


Insurance for Bankrupt Firm 


_ J. R. Paschall, president of the Ham- 
ilton Ridge Lumber Company, Rich- 
mond, Va., which went into bankruptcy 
recently, listing liabilities of $1,641,585 
and assets of $1,662,010, was insured for 
$500,000 for the benefit of the company. 
The insurance was written late in 1921 
by a Richmond agent and was brokered 
in half a dozen companies. At the time 
this insurance was taken out, Mr. Pas- 
chall was carrying $733,000 personally 
and it is understood that this is still in 
force. The latter amount was distrib- 
uted as follows: Atlantic Life, $283,000; 
Penn Mutual, $100,000; Prudential, 
$100,000; Equitable of New York, $50,- 
Northwestern Mutual, $150,000; 
Aetna, $50,000. 


“Fishing” Contest in Wisconsin 


_ Announcement of a “fishing” contest 
tor the month of July is made by Paul 

Kremer, general agent in charge of 
the Wisconsin agency force of Penn 
Mutual Life. Every Penn Mutual man 
im the state has received announcements 
of the fishing contest which is worked 
on a plan by which calls, interviews, 
completed applications, paid for poli- 
ces up to $5,000, paid for policies from 
¥9,000 to $25,000 and paid for policies 
Over $25,000 represent various kinds of 
‘sh, which will be hung on each sales- 
=f String as he catches them. Prizes 
ull be awarded for the largest number 
ot each kind of fish, the largest fish rep- 
resenting paid-for policies over $25,000, 
and the largest number of all kinds of 
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June, 1923 was the greatest month we have ever S 
‘ 


had. It was nearly 100% greater than last June. 


The Farmers National Life offers an opportunity 
to men to affiliate themselves with a live, pro- 
gressive organization. Our complete line of con- 
tracts and co-operation are the things that make 
our agents successful. 


If you are interested in territory in Michigan, 
Ohio, Illinois, Indiana, Iowa or Missouri, write 


to us. 


A. O. HUGHES, Agency Director 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 
OF AMERICA 


Chicago, Illinois 
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3401 S. Michigan Ave. 
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sh caught during the month. 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve - Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained 
through a permanent connection. The companies that stay are the companies that pay 


the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, aoe Harry H. Orr, General Counsel 
MUN NDIANA 




















BUILD YOUR OWN BUSINESS Zs 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Double Indemnity 


Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 






A 


Disability Benefits 


INSURANCE CO. 


66 BROADWAY NEW YORK 
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Acacia Mutual Life Association 


Insurance Issued in 1922....... Paid for oy pinnni $ 30.000.030 














Gain in Insurance in Force.....( “ “* “ )..... d 

Insurance in Force 12-31-22..( “ “ “ )...... tae ee oess 
a akeiavedeanes 
inc cnccccesescesetccsceeennsesdcese 431,446 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
. Clarence J. Daly, President 


Denver, Colorado 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus”’ 





For Information Address the 
Home Office at Cincinnati 








To the Man Who Is Willing —and WILL 


We-are prepared to offer unusual opportunities for 
money- NOW and creating a for 
making 6 ing a competence 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we indemnity of $1,514,- 
924.33 for loss of time from a ae = ae to 
their life insurance. 


. These 
to avail himself of a cordial introduction to the 
eee St eeneet Maes ee Ge additional life 





to take 

We pe ae ese aed men to help deliver the 27,000 claim drafts we 
will issué during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full particulars. 


COMPANY 


CITY, MISSOURI 


BUSINESS MEN’S ASSURANCE 
W. T. GRANT, President KANSAS 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stability and Progress, 
- ety and Liberality 
Admitted Assets Insurance in Force 
Dec. 31, 1912........ dhukndiiae $12,431,725.00 $ 67,326,327.00 
SS 2 reer 44,995 ,738.00 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 














FARMER HAS BECOME 
BETTER LIFE PROSPECT 


Salesmen in Rural Communities 


Report Country Sales Are 
Easier to Make 


CROP PROSPECTS BRIGHT 


Solicitors Must Write Smaller Policies 
and Take Notes, but Sales Can 
Be Made 


Agents who get the bulk of their 
business from farmers report that dur- 
ing the spring the farmer has been in 
a more receptive mood as a life insur- 
ance buyer. They do not say flatly 
that the farmer has become an excellent 
life insurance prospect, or that he can 
be easily sold, but only that at the 
present time the farmer will buy life 
insurance more readily than he did a 
year ago. All life men who work in 
the rural communities seem to feel that 
business among farmers is going to be 
fairly good this summer, and that, if a 
normal crop is harvested this fall, the 
farmer will be back in the market again 
as one of the very best of life insurance 
prospects. 


Advocates Smaller Policies 


One rural salesman who has con- 
tinued to sell life insurance to farmers 
throughout the slump in the country 
says, “The trouble has been that we 
have been trying to sell farmers policies 
that are too large for them. A few 
years ago the farmer came on the scene 
as a big buyer of life insurance. Agents 
found him to be a good prospect. Then 
the agricultural slump came, and prob- 
ably no one was hit harder than the 
farmer. But in going after the farmer’s 
business life insurance men did not get 
down to the farmer’s pocketbook. They 
continued to try to sell him more than 
he could handle, 

“Last year I kept right on selling life 
insurance to farmers because I went 
after them for ones and twos. I did 
not try to sell them tens and twenty- 
fives. I have kept going because I have 
been willing to take small business. I 
believe that farmers are still only able 
to buy moderate sized policies, but that 
perhaps by next year they will be back 
on their feet again financially.” 

An agency superintendent for one of 
the companies in the middle west which 
specializes on farmers gives this view of 
the situation: “This year it is easier to 
sell farmers than it was last year, but 
there will be no marked improvement 
until the 1923 crop is harvested. Even 
though many farmers did well enough 
last year, nearly all of the money that 
they took in was spent to liquidate out- 
standing debts. They were not able to 
build up a surplus. This year the same 
process will be largely repeated. Then 
in 1924 we will find the farmer back 
where he belongs. But the prospect of 
cleaning up the debts that have worried 
him for years has encouraged the 
farmer to such an extent that he is more 
hopeful and optimistic today, and con- 
sequently a better life insurance pros- 
pect.” 

Agents Kept Going 

An Iowa general agent states, “In our 
office we have kept on doing business 
principally because we have kept on 
going after it. Last year a lot of agents 
in Iowa quit trying to sell farmers. 
They gave it up as a hopeless job. But 
our boys stuck with it, and are cashing 
in today on the efforts that they made 
last year. I should say that 80 percent 
of the agents in Iowa got the notion 
that the farmer was absolutely out of 
the market, and so stopped trying to 





FARM MORTGAGE LOANS 


LIFE COMPANIES BIG BUYERS 





Do Not Fear the Competition of the 





Ji 












Farm Loan Banks in 
This Field 



















NEW YORK, July 3.—That the life} 
companies are feeling the competition of 
the federal land banks in making farm 
loans throughout the country, is de 
clared to be pure rubbish by managers 
of institutions in the east partial to such 
form of investment. So far as their find.) 
ing difficulty in making desirable loan; 
of this character, company men assert 
the demand for accommodation far ex 
ceeds their ability to comply with it 
There is little evidence that a chang) 
in the condition will come about fo] 
seme time. 

Farm loans throughout the central 
west, and more especially in Iowa, Ill 
nois, Indiana, Kansas and Nebraska 
have proved decidedly satisfactory, the 
percentage of interest or principal de 
faults being almost negligible. 0 
course, the loans are made with extrem] 
care; expert appraisal of the land and oj 
the buildings is made. The amount 
leaned is limited to about 50 percent of 
its value. These values too are pred: 
cated upon normal conditions, the lif 
companies having flatly refused to kh 
misled by the inflations that obtained 
during the war period and immediately 


thereafter. 
Loan in Newer Sections 





The federal farm banks in large part 
are loaning to farmers in the newer sec 
tions of the coufitry, a field not particv- 
larly inviting to the life companies, 
which much prefer dealing with terri! 
tories of established worth. 

Aside from their real estate loans the 
majority of the life offices still carry 
among their assets large blocks of Lib 
erty loans and other government issues 
while they also purchase freely state and 
municipal bond issues. The matter o 
properly investing the great funds cor 
stantly flowing into the coffers of life 
companies is of the utmost importance, 
and constitutes a far greater problem to 
the majority offices than does the se} 
curing of new business. 








sell him. Our men have never let # 
and now that the farmer is in a bettet 
frame of mind the business is coming 
in again. 

“This should be clear though; it is 10 
easy to sell the farmer today. The bus 
ness from the farmer comes hard, bit 
it is possible to get it. Another thing 
it is all note business, just as it h# 
been and probably always will be. lt 
gets down to this, that the agent wh 
is able to discount his paper at a bath 
can do business with farmers in low 
and those who are not able to hanét 
their papers cannot.” 


all of his time to the soliciting of tart gj} 
ers says: “You ask me how | find th 
farmer as a life insurance prospect 
day. Our farmers in this part of gy} 
country have stopped signing notes © 
way they did a couple of years 2 
Why I can remember just a short wh! 
back when a farmer would sign a 1 
for almost anything. He knew he | 
busted, and so it did not make moi) 
difference what he signed. Those 4 | 
of free note signing are gone. Todal 
before a farmer signs a note he thinks | 
| 
| 


A Kansas agent who has always giv@ 1 
| 


pretty carefully about what he is do” 
The result is that the farmer is not! 
ing pestered with salesmen as he ¥* 
last year and before that. Most o! ® 
men who did their business with !ar® 
ers have let up to a great extent. 
are working in the cities, and the 
is being left more to himsell. i 
means that when I go around as 4 ™ 
insurance man I get a better recept 
and I have more of a chance of maki 
a sale. The policies are smaller, 
they can still be placed.” 


farm 
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| “THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


We will insure the whole family! 























Taxation of Renewals 
Of Deceased Agent 


HE Penn Mutual gives the following 
comment on the taxation of renewals 
of a deceased agent: 

“Recently, there has been promul- 
gated a ruling by the income tax unit, 
entitled I. T. 1563, relative to the taxa- 
tion of renewal commissions in the es- 
tate of a deceased life insurance agent. 


The executor contended that inasmuch | 


as the commuted value of the renewal 
commissions had been included in the 
taxable estate of the decedent, when the 
actual renewals were received they could 
not be considered taxable income. 
reason advanced was that by virtue of 
said valuation the renewal commissions 
had become capital and as such had al- 
ready been taxed, and thereafter any re- 
ceipts constituted the paying back of 
this capital. 

“This argument, -however, was not 
successful. The committee stated that 
the contention assumed that renewal 
commissions were the same thing as the 
rights of the decedent under his con- 
tracts with the insurance companies. It 
was these rights, of which the decedent 
died possessed, that were valued—not 
the commissions to which no right ex- 
isted until they were due. Consequently, 
the thing upon which the estate tax was 
paid was not the commissions, but the 
rights. Therefore, the commissions, 
when received by the estate, represent 
income and as such are taxable.” 


Midwest Life Housewarming 
The Midwest Life of Nebraska held 


open house on the evening of June 29 | 


to the people of Lincoln, the occasion 
being the opening of its new offices in 
its own and recently acquired building 
at Fourteenth and O streets. A large 
number of Lincoln people were guests. 
The company had outgrown its possi- 
bilities of space in its old offices, but 
for the present its officers believe it will 
find ample facilities in the twelve execu- 
tive offices and one large workroom 25 
by 145 feet provided. The rooms were 
decorated with flowers, there was mu- 
sic and punch for all visitors. 

“We paid $375,000 for the corner lot 


on Fourteenth and O streets,” said 
President N. Z. Snell, “and we have 
moved the home offices there. We have 


spent about $10,000 in’ remodeling, and 
even on that investment the company is 
getting a 5% percent return. Later we 
propose putting up a ten or twelve- 
story block.” 


List Prospect’s Children 


“Get the names of your prospect's 
children,” is the advice of Frank D. 
Buser of the Fidelity Mutual Life, Phila- 
delphia member of the Life Underwrit- 
ers’ national executive committee. 
While in conversation recently with the 
local manager of another company, Mr. 
Buser learned that this manager had 
adopted a rule requiring every agent 
writing a man 40 years of age or over 
to bring in the names and ages of any 
childen the prospect might have. 

This information was followed up by 
a canvass of sons more than 15 years 
old, with the result that the office has 
written, within the past few months, 40 
applications on boys between 15 and 19 
years old. The previous year’s experi- 
ence in the same office, before the rule 
was adopted, showed but two applica- 
tions on boys between 15 and 19. 


Phoenix Mutual Convention Plans 


The Phoenix Mutual will hold a con- 
vention of agents at the home office in 
June 1924, and its field representatives 
throughout the country are trying to 
qualify as delegates. The convention 
contest started in November of last year, 
and is to continue through April, 1924. 
An agent must have a total of $7,000 in 
premiums for the period of the contest in 
order to qualify for the convention. In 
the comparatively short time that has 
elapsed since the opening of the con- 
test, fifteen have already qualified and 
there are approximately 30 others who 
have passed the half-way mark. 


The | 




















HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
insurance. The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. It will be 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
Chicago. If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio. 

















A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA ’ 

















American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., SHEARN MOODY, W. J. SHAW, 
President Vice-President Secretary 


FINANCIAL STATEMENT, DECEMBER 3lst. 1922 





= ASSETS $ 917,007.41 LIABILITIES 
Real tate Owned............ O Net Reserve (American E: 
Mortgage Loans ..... Cececccee 5,352,594.38 rience 3 and 3% per cent).. “$21,202,951.35 
Colla: al Loans eereeseceeesese 25,000.00 Special and Contingent Re- 
Loans Made to Policyholders 08 NR a ro cies Shean 173,682.00 
(on this Company's Polistes) 1,458,24593 Poserves for Death : 
++ 4,214,350.01 Process of Adjustment....... 14,739.47 
1,718,881.46 Reserve for Taxes, etc........ 99,770.93 
7,848.15 Miscellaneous Liabilities ...... 139,656.13 
516,604.78 Capital Stock....$1, mane 
2499799 Surplus Security to” Policy- 
— Premiums on Fire In- 
peeing yee chepaachensel 713.62 REEESED cvccccasccccoccccccccces 2,555,824.05 
DOERR. cococcccccocccocccces $14,296,623.93 93 DOTA, ccccccccccccccccceces $14,296,623.93 
Gains Made During Year Ending December 3lst, 1922 
Increase in Insurance in Force...........+.ssssseeeeee $23, 
Increase in Admitted Assets.............<ccecscseeeses 2,623,687.00 
I Bh Se habebedednsccccenetncsenciandtancess T 


LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 
Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 
Operates in Twenty States and the Republic of Cuba 
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Acacia Mutual Life Association 




















Insurance Issued in 1922....... Paid for Basis eocces 8 39, 898, 050 
in Insurance in Force... .. i 4 5 
meurance in Force 12-31-22. “ “ “ ) > 5.100 
SAA sRAanh ite hddanwenateleteenenensseoooese - 6,828,345 
nos cnicentdaennneneiisheekameunne 2,214,850 
Sn. dig sinhancibeneiannambebeninn 431,446 





PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


the Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’’ 





For Information Address the 
Home Office at Cincinnati 








To the Man Who Is Willing—and WILL 


Weare prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE. 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we indemnity of ~ 
924.33 for lose of time from ~tp, 44,0 


life insurance. These 
to avail himself of a cordial introduction 
provide the claimant himeelf with the additional life 
to take sometime. 


27,000 claim 


men to help ee the drafts we 
make MORE MONEY « letter with 


We use more good 
will isouf during 1923. wilt belong mea fall 
BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 











1867 EQUITABLE LIFE 7923 


INSURANCE COMPANY 


OF IOWA 


A Co of Stability and Progress, 
me ‘ety and Li Liberality 
Admitted Assets Insurance in Force 
SR, DAP MEG s oc cccedenvesed $12,431 ,725.00 $ 67,326,327.00 
Dec. 31, 1922.. enteevl .738.00 313,132,592.80 


Tho act setarne paid on fende left with the Companey to 48 per cont. 


For information regarding agencies 
Address:—Home Office: Des Moines 





FARMER HAS BECOME 
BETTER LIFE PROSPECT 


Salesmen in Rural Communities 


Report Country Sales Are 
Easier to Make 


CROP PROSPECTS BRIGHT 


Solicitors Must Write Smaller Policies 
and Take Notes, but Sales Can 
Be Made 


Agents who get the bulk of their 
business from farmers report that dur- 
ing the spring the farmer has been in 
a more receptive mood as a life insur- 
ance buyer. They do not say flatly 
that the farmer has become an excellent 
life insurance prospect, or that he can 
be easily sold, but only that at the 
present time the farmer will buy life 
insurance more readily than he did a 
year ago. All life men who work in 
the rural communities seem to feel that 
business among farmers is going to be 
fairly good this summer, and that, if a 
normal crop is harvested this fall, the 
farmer will be back in the market again 
as one of the very best of life insurance 
prospects. 


Advocates Smaller Policies 


One rural salesman who has con- 
tinued to sell life insurance to farmers 
throughout the slump in the country 
says, “The trouble has been that we 
have been trying to sell farmers policies 
that are too large for them. A few 
years ago the farmer came on the scene 
as a big buyer of life insurance. Agents 
found him to be a good prospect. Then 
the agricultural slump came, and prob- 
ably no one was hit harder than the 
farmer. But in going after the farmer’s 
business life insurance men did not get 
down to the farmer’s pocketbook. They 
continued to try to sell him more than 
he could handle, 

“Last year I kept right on selling life 
insurance to farmers because I went 
after them for ones and twos. I did 
not try to sell them tens and twenty- 
fives. I have kept going because I have 
been willing to take small business. I 
believe that farmers are still only able 
to buy moderate sized policies, but that 
perhaps by next year they will be back 
on their feet again financially.” 

An agency superintendent for one of 
the companies in the middle west which 
specializes on farmers gives this view of 
the situation: “This year it is easier to 
sell farmers than it was last year, but 
there will be no marked improvement 
until the 1923 crop is harvested. Even 
though many farmers did well enough 
last year, nearly all of the money that 
they took in was spent to liquidate out- 
standing debts. They were not able to 
build up a surplus. This year the same 
process will be largely repeated. Then 
in 1924 we will find the farmer back 
where he belongs. But the prospect of 
cleaning up the debts that have worried 
him for years has encouraged the 
farmer to such an extent that he is more 
hopeful and optimistic today, and con- 
sequently a better life insurance pros- 


pect.” 
Agents Kept Going 


An Iowa general agent states, “In our 
office we have kept on doing business 
principally because we have kept on 
going after it. Last year a lot of agents 
in Iowa quit trying to sell farmers. 
They gave it up as a hopeless job. But 
our boys stuck with it, and are cashing 
in today on the efforts that they made 
last year. I should say that 80 percent 
of the agents in Iowa got the notion 
that the farmer was absolutely out of 





















the market, and so stopped trying to 


FARM MORTGAGE LOANS 


LIFE COMPANIES BIG BUYER 








Do Not Fear the Competition of the 
Farm Loan Banks in 
This Field 









NEW YORK, July 3.—That the lit 
companies are feeling the competition of 
the federal land banks in making farm 
loans throughout the country, is de 
clared to be pure rubbish by manager 
of institutions in the east partial to such 
form of investment. So far as their find 
ing difficulty in making desirable loan 
of this character, company men asser 
the demand for accommodation far ex 
ceeds their ability to comply with it 
There is little evidence that a chang 
in the condition will come about fo 
seme time. 

Farm loans throughout the centr 
west, and more especially in Iowa, Ill 
nois, Indiana, Kansas and Nebrask® 
have proved decidedly satisfactory, th] 
percentage of interest or principal & 9 
faults being almost negligible. (0) 
course, the loans are made with extrem 
care; expert appraisal of the land and 
the buildings is made. The amout 
leaned is limited to about 50 percent ¢ 
its value. These values too are preé: 
cated upon normal conditions, the lik 
companies having flatly refused to k 
misled by the inflations that obtained 
during the war period and immediatey 


thereafter. 
Loan in Newer Sections 





The federal farm banks in large part 
are loaning to farmers in the newer stt- 
tions of the coumttry, a field not particv- 
larly inviting to the life companies, 
which much prefer dealing with tert 
tories of established worth. 

Aside from their real estate loans the 
majority of the life offices still cary 
among their assets large blocks of Li 
erty loans and other government issues) 
while they also purchase freely state ané 
municipal bond issues. The matter 7 
properly investing the great funds cor 
stantly flowing into the coffers of lit 
companies is of the utmost importance, J 
and constitutes a far greater problem to) 
the majority offices than does the 
curing of new business. . 































sell him. Our men have never let 
and now that the farmer is in a bette 
frame of mind the business is comin 
in again. 

“This should be clear though; it is n0 
easy to sell the farmer today. The bus 
ness from the farmer comes hard, bt 
it is possible to get it. Another thing 
it is all note business, just as it ha 
been and probably always will be. 
gets down to this, that the agent wh 
is able to discount his paper at a bath 
can do business with farmers in low 
and those who are not able to hande 
their papers cannot.’ 

A Kansas agent who has always give! 
all of his time to the soliciting of farms 
ers says: “You ask me how I find the 
farmer as a life insurance prospect te 
day. Our farmers in this part of the 
country have stopped signing notes the 
way they did a couple of years age 
Why I can remember just a short wht 
back when a farmer would sign a 10 
for almost anything. He knew he wy 
busted, and so it did not make mut 
difference what he signed. Those days 
of free note signing are gone. Todaf 
before a farmer signs a note he thinks 
pretty carefully about what he is doint 
The result is that the farmer is not 
ing pestered with salesmen as he hen 
last year and before that. Most o!' 
men who did their business with fa"™ 
ers have let up to a great extent. The 
are working in the cities, and the farme 
is being left more to himself. es 
means that when I go around as 4 “d 
insurance man I get a better recep! 
and I have more of a chance of making 
a sale. The policies are smaller, 
they can still be placed.” 
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ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 
ec anmulting Actuaries — 





Statisticians 
29 South La Salle Street, Chicago 
Duccessors to arcus Guan, 

Consulting Actuary 








OHNE. HIGDON ( Actwaries & Examiners 
OHNC. HIGDON } £0 Gates Builds 








K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


Ic S. LARA IE, neyo 
F ae ee 


Tel. Walee 301 DE rs Eacane Bl 10WA 














12 J. Mees 


T LAW 
SORSULTING ATCTUARY 

Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
nations Ma ‘olicies all Life In- 
werance Forms Prepared. The Law of 
Insurance a Specialty. 

Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 

° ACTUARY 

1523 Association Bidg. 19 S. La Salle St. 
Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








B.SYOUNG 
* CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 


430 PETERS TRUST BLDG. 
Omaha,'Nebr. 
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| “THE COMPANY OF CO-OPERATION” 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 
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Taxation of Renewals 
Of Deceased Agent 


HE Penn Mutual gives the following 
comment on the taxation of renewals 
of a deceased agent: 

“Recently, there has been promul- 
gated a ruling by the income tax unit, 
entitled I. T. 1563, relative to the taxa- 
tion of renewal commissions in the es- 
tate of a deceased life insurance agent. 
The executor contended that inasmuch 
as the commuted value of the renewal 
commissions had been included in the 
taxable estate of the decedent, when the 
actual renewals were received they could 
not be considered taxable income. The 
reason advanced was that by virtue of 
said valuation the renewal commissions 
had become capital and as such had al- 
ready been taxed, and thereafter any re- 
ceipts constituted the paying back of 
this capital. 

“This argument,- however, was not 
successful. The committee stated that 
the contention assumed that renewal 
commissions were the same thing as the 
rights of the decedent under his con- 


tracts with the insurance companies. It | 


was these rights, of which the decedent 
died possessed, that were valued—not 
the commissions to which no right ex- 
isted until they were due. Consequently, 
the thing upon which the estate tax was 
paid was not the commissions, but the 
rights. Therefore, the commissions, 
when received by the estate, represent 
income and as such are taxable.” 


Midwest Life Housewarming 


The Midwest Life 
open house on the evening of June 
to the people of Lincoln, 
being the opening of its new offices in 
its own and recently acquired building 
at Fourteenth and O streets. A large 
number of Lincoln people were guests. 
The company had outgrown its possi- 
bilities of space in its old offices, but 
for the present its officers believe it will 
find ample facilities in the twelve execu- 
tive offices and one large workroom 25 
by 145 feet provided. The rooms were 
decorated with flowers, there was mu- 
sic and punch for all visitors. 

“We paid $375,000 for the corner lot 
on Fourteenth and O streets,” said 
President N. Z. Snell, “and we have 
moved the home offices there. We have 
spent about $10,000 in’ remodeling, and 
even on that investment the company is 
getting a 5% percent return. Later we 
propose putting up a ten or twelve- 
story block.” 


List Prospect’s Children 


“Get the names of your prospect's 
children,” is the advice of Frank D. 
Buser of the Fidelity Mutual Life, Phila- 
delphia member of the Life Underwrit- 
ers’ national executive committee. 
While in conversation recently with the 
local manager of another company, Mr. 
Buser learned that this manager had 
adopted a rule requiring every agent 
writing a man 40 years of age or over 
to bring in the names and ages of any 
childen the prospect might have. 

This information was followed up by 
a canvass of sons more than 15 years 
old, with the result that the office has 
written, within the past few months, 40 
applications on boys between 15 and 19 
years old. The previous year’s experi- 
ence in the same office, before the rule 
was adopted, showed but two applica- 
tions on boys between 15 and 19. 


Phoenix Mutual Convention Plans 


The Phoenix Mutual will hold a con- 
vention of agents at the home office in 
June 1924, and its field representatives 
throughout the country are trying to 
qualify as delegates. The convention 
contest started in November of last year, 
and is to continue through April, 1924. 
An agent must have a total of $7,000 in 
premiums for the period of the contest in 
order to qualify for the convention. In 
the comparatively short time that has 
elapsed since the opening of the con- 
test, fifteen have already qualified and 
there are approximately 30 others who 
have passed the half-way mark. 
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HE finest opportunity yet presented for insurance 

men to get an insight into the distinctive methods 

of the Columbus Mutual Life is offered in connec- 
tion with the annual convention of the National Asso- 
ciation of Life Underwriters at Chicago, September 5th, 
6th and 7th. Arrange to go to Chicago two days earlier 
and attend the convention of The Columbus Mutual Life 
agents at the Hotel Sherman, September 3rd and 4th. 
You will be entertained and “see a new light” in life 
insurance. The Columbus Mutual Life is a distinctive 
company and its conventions are distinctive. It will be 
well worth your while to attend the Chicago convention. 
All insurance men are welcome. 


President C. W. Brandon will make a limited num- 
ber of appointments for personal interviews while in 
Chicago. If you desire an appointment, write today to 
Mr. Brandon at the Home Office, Columbus, Ohio. 











A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 














American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 
Vice-President 


W. L. MOODY, JR., Ww. J. SHAW, 
President Secretary 


FINANCIAL STATEMENT, DECEMBER 3lst. 1922 
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EP WUEEecescsecsees Net Reserve (American E 
Mortgage Loans ..... satebeanss 5,352,594 rience 3 and 3% per cent)...$11,202,981.35 
EE, NII Sactensenennene J Speci and Con 
Loans Made to Policyholders TED dentiniinanneniaicane 173,682.00 
(on this Company's Policies) ane mee Reserves for Death Losses ia 
POP eee eee TCC ETC e eee dee Process of A > etment....... 14,799.47 
Cash in Banks................. ee oe ee 77098 
Certificates of Deposit ........ 748.15 Miscellaneous Liabilities ...... 139,656.13 
terest Due and Accrued..... 316,604.78 Capital Stock... .$1,000,000, 
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LIFE INSURANCE IN FORCE, $181, 457, 796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 
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HELPING THE MAN 
WITH THE RATE BOOK 


Leaps—real, live, business-getting leads on the right kind of pros- 
pects—are supplied to Guardian Agents and help them save time 
and increase their production. 


This is only a part of The Guardian’s broad program of Agency 
cooperation. If you want to know the whole story of what this 
Company is doing for its field men, address: 


T. Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of Agencies 


The Guardian 
Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 


Home Office: 50 Union Square, New York 








































SALESMEN 


What amount of business can you write? 
What commission are you worth ? 


I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get business. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 


CHICAGO 






























STABILITY 


—The avenue of individual, business 
and national progress. 


—The predominant characteristic of 
American institutions and home life. 


—The unquestioned basis of legal re- 
serve Life Insurance protection. 


The Connecticut Mutual 
Life Insurance Company 
Hartford Connecticut 


















“GOLD” CONTRACTS ARE 
HELD IMPRACTICABLE 


Demand for Them Results From 
Debasement of Currency in 
European Nations 


STATE LAWS IN THE WAY 


Anti-Discrimination Statistics Would 
Prevent Attaching of Such 
Riders in Many States 


NEW YORK, July 3.—Life insur- 
ance agents are occasionally met with a 
demand on the part of a prospect that 
a rider be attached to life insurance pol- 
icies, guaranteeing the payment of the 
proceeds in gold or the equivalent there- 
of. It is said that at least one company 
has acceded to this request. According to 
legal and actuarial departments of New 
York companies, to attach such a rider 
is contrary to the anti-discrimination 
laws of many states, and experience has 
shown that it would be practically value- 
less at the time when it is most needed. 


Caused by Conditions Abroad 


Conditions in foreign countries are un- 
doubtedly responsible for this demand, 
for people have seen that, in Germany 
for instance, men who thought they had 
provided for their families by ample life 
insurance have found that their policies 
now afford almost nothing in the way of 
protection on account of “cheap money.” 
Life insurance policies, the proceeds of 
which represented a small fortune years 
ago, would not pay the family’s ex- 
penses for a month. In the past, most 
of the demand for such contracts has 
been in foreign countries from Ameri- 
can companies, that is, foreigners buy- 
ing American insurance wanted protec- 
tion against the fluctuations in exchange 
and felt that they were protected by a 
gold rider. 


Anti-Discrimination Laws 


Practically every state in the union 
has an anti-discrimination law which 
provides that a life insurance company 
cannot do for one policyholder what it 
is not willing to do for another. In 
other words, it would be discrimination 
to attach a rider to a policy to rebate 
a premium or to make ony other change 
in favor of one policyholder of a given 
class which would not be granted to 
every policyholder of the same class. It 
is not discrimination to issue a policy 
which is payable in every case in gold 
coin. This, however, has not been done 
for a number of years, and it was 
largely in Canada and foreign countries 
that it was written. 


Government Might Amend It 


Such a contract looks very good to 
the policyholder. It seems iron-bound 
and absolutely safe, but in times of 
stress when foreign exchange is out of 
line, or when currency becomes de- 
based, history shows that nations invar- 
iably pass laws declaring all “gold” con- 
tracts null and void as far as the “gold” 
clause is concerned. This was done in 
Canada and also in Germany during the 
war. Even if a company had contracted 
to pay its debts in gold, it was not re- 
quired to do so. Whenever fiat money 
is issued, the government will naturally 
do everything it can to maintain the 
value of the paper money, and will make 
it legal tender. Money cannot be made 
valuable by law, but a lot can be done 
to hinder the use of any other currency 
than the paper currency. In the United 
States, for instance, if a company should 
issue policies promising to pay in gold 
and later on a war time government 
should believe it necessary to issue a 
lot of paper money, a condition might 
exist similar to that in Germany. Here 
not only has the gold contract been de- 





clared void, but there actually is no gold 

with which to pay. The Reichsbank has 

all the gold that is left and that is kept 

in a secret vault. This would preclude 

all possibility of actually paying in gold. 
Hold Little Actual Property 


The rider, requested, however, con- 
tains the word “or equivalent.” Here 








again the gold contract would not hoid, 
but even if it did it would be abso- 
lutely impossible for a company under 






























such conditions to pay its debts in the I 
equivalent of gold. A life insurance® kk 
company’s investments must necessar- it 
ily be for the most part in loans; that is, if 
mortgages and bonds. Practically noth- si 
ing is invested in actual property to N 
which the company holds title. This it 
prevents fluctuation in the money values cl 
of the assets of the company. bi 
It can be plainly seen that when the de 
currency is debased investors lose there- re 
by. It is said on good authority that in 
Hugo Stinnes and other German finan-§§ px 
ciers, who have made huge fortunes dur- W 
ine the past few years, have done so by tit 
borrowing money. The currency has ta 
gone down in value so rapidly that the w! 
man who borrows this month is able $4 
to pay back next month at a huge profit tir 
Likewise, the man who has _loane( ou 
money loses. He may have more money an 
measured in marks at the end of a given hi 
period, but he has a good deal less in su 
purchasing power. Insurance compar- de 
ies are losers along with the other lend-JR at, 
ers and investors. th 
Milwaukee Agency’s Field Day 
“Quota Busting Associates” of the | 
Clifford L. McMillen & Associates home by 
office agency, Northwestern Mutua me 
Life, Milwaukee, enjoyed their annulgg th 
field day Tuesday at the home of Mr. As 
McMillen, popularly known as “the ai 
nineteenth hole,” on Oconomowoc Lake sch 
The only admission fee required for at- pla 
tendance at the field day was that wri-— '’ 
ten business production must excecifm the 
that of June last year, all business ex- bec 
amined up to Monday night, July 199 
being counted. Agency officials stated and 
that more than 95 per cent of the home 
ofiice agency force had exceeded ther 
admission quota two weeks ago, am I 
that attendance at the field day woul 2, 
be almost 100 percent representative 0 Yor 
the agent strength of the agency. urd: 
Cal: 
Indicted for Insurance Fraud ) 
Joseph Mittleman, a real estate dealer: and 
Rachmiel Chalgus and Max Abrahams plar 
an insurance agent, have been indicttt He 
in New York for attempting to defrau Mor 
the Security Mutual of Binghamto. ern 
According to John F. O'Neill, assistat and 
district attorney, Mittleman had passt eon 
examination and obtained insurance Frec 
the names of others older and less "3 Ang 
than himself, to the extent of $30,003 Yor! 
The signing of the application in tM und 
name of another is said to constituteé 
forgery. ’ I 
Mittleman, who is but 59 years of af 
and wears a small mustache, is allege Li 
to have taken out insurance in tJ kota 
Security Mutual in the name of S. > Panic 
Lipschutz, then 89 years of age ag the 
wearing a long flowing beard, accordit™ Olsn 
to charges against him. Upon the de® Nals 
of the “insured” on March 31 there wet line 
attempts to collect from the Securit busin 
Mutual. 3193. 
Providence, R, I.—At the regular Ju* 
meeting of the Rhode Island associat As 
the following officers and board of “BR $1 oo, 
rectors were elected for the year bes Natic 
ning July 1: President, B. M. Rawling la, | 
general agent, Union Central; vice-pre™ enn 
dent, L. B. Dyer, special agent, Travele™ errit 
secretary, George F. Crum, special as Porte 
Equitable; treasurer, Michael H. Roarks Teach 
superintendent, John Hancock. The R the ¢; 
lowing were elected to serve with ° a sal; 
officers as the board of directors: » + been 
Torrey, general agent, Provident Life ° resid 
Trust; W. C. M. Buckley, special ase! : 
Travelers; Wm. L. Kelaghan, super jaey 
tendent, John Hancock; Charles Bro¥ ence 
general agent, New York Life; Haro? Sity ¢ 
Freeman, general agent, Fidelity Mutt league 
I. L. Gregory, state agent, Mutual De" Soy 
A meeting of the new board will be he’ staff. 








early in July to organize and to appo” 
the various committees. 
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Answering Man Who Won’t 
Give Agent Enough Time 
To Present Case Fully 


ANY men object to giving an in- 

surance agent much time to pre- 
sent his proposition. Life insurance 
men have educated them to the belief 
that it does not take long by always 
saying, “Give me just ten minutes.” 
However, it is impossible for a man to 
learn all he needs to know about life 
insurance in a few minutes, particularly 
if he is preparing to buy a fairly good 
sized policy. Walter J. Thompson, a 
New York agent, asks his prospect why 
it is he will spend an afternoon pur- 
chasing a suit of clothes, a half an hour 
buying a hat, and maybe two or three 
days purchasing an automobile, and then 
refuse to spend more than a few minutes 
in the consideration of a big and im- 
portant proposition like life insurance. 
Why is it that he insists on limiting the 
time which the life insurance man may 
take to present a $10,000 proposition 
when a suit of clothes which costs only 
$40 or $50 is given a good deal more 
time. Not only that, but he will go 
out of his way to buy a suit of clothes 
and will, on the other hand, go out of 
his way to avoid purchasing life in- 
surance. The purchase of life insurance 
deserves as much attention proportion- 
ately as the amount to be expended 
thereon. 


St. Louis Sales School 


The insurance school being operated 
by the faculty of the insurance depart- 
ment of New York University under 
the auspices of the Life Underwriters 
Association of St. Louis has entered on 
a new phase. The third week of the 
school started June 25. Under the new 
plan the 110 students are divided into 
two groups. The first is composed of 
the more advanced insurance men, and 
because of their experience certain 
fundamentals provided for beginners 
and the less experienced are eliminated. 


Darby Day in California 


Darby A. Day, manager of the Chi- 
cago agency of the Mutual Life of New 
York, arrived in Los Angeles last Sat- 
urday and expects to remain in southern 
California until Thursday night, when 
he will resume his trip north. Mr. Day 
is motoring through California, Oregon 
and Washington to Seattle, where he 
plans to embark on a voyage to Alaska. 
He was the principal speaker at the 
Monday morning meeting of the South- 
ern California agency of his company, 
and was the guest of honor at a lunch- 
eon of the Managers’ Club Monday. 
Fred C. Hathaway, manager of the Los 
Angeles agency of the Mutual of New 

ork, entered the business as an agent 
under Mr. Day. 


Life Insurance in North Dakota 


Life insurance in force in North Da- 

cota Dec. 31, 1922, in old line com- 
Panies was $201,477,059, according to 
the annual report of Commissioner 
Isness, just made public. The frater- 
nals had in force $100,039,822. The old 
line companies wrote $32,635,116 new 
business last year and the fraternals 
919,341,930, 


National American Drive 


As it entered the last week of the 
$1,000,000 new business campaign, the 
National American Life of Burlington, 
a, had covered only a third of the 
territory, the campaign leaders re- 
Ported, while the goal had been nearly 
reached, and it is now planned to double 
the campaign objective. Agents are on 
a salary basis and the campaign has 
en conducted in a manner to convince 
residents of the home-city that the com- 
faty is sincere and worthy of confi- 
sce. Biffy” Lee, late Cornell var- 
ml coach, and a _former Three-Eye 
ague Star, at one time with the White 
at has joined the National Life's 








Sold Bigger Amount 
By Putting Payments 
On a Monthly Basis 


RANK W. PENNELL, leading 

producer for the Mutual Benefit in 
New York City, occasionally finds a 
prospect who is interested in a plan 
whereby he may pay his life insurance 
premiums on the monthly plan. For 
example, one prospect whom he was 
just about to sign up for a $5,000 pol- 
icy said: “Do you know I believe I 
would like to buy my life insurance in 
monthly payments, paying for it the 
first of each month just as I do the rent. 
In that way I would be ready every 
month to meet the premium. I believe 
I can put as much as $30 a month in 
life insurance on that basis.” Mr. Pen- 
nell offerd a plan providing for $12,000 
insurance instead of $5,000, accommo- 
dating him by the quarterly payment 
plan. He wrote him three $4,000 poli- 
cies, dated one month apart, and wrote 
them on the quarterly basis. In this 
way there were twelve payments due, 
one the first of each month. The 
premium amounted to $29.60 a month. 
This suited the prospect’s needs and 
resulted in the sale of $12,000 insurance 
instead of $5,000. 


Hold South Dakota Meeting 


President E. W. Randall and Vice- 
President O. J. Lacy of the Minnesota 
Mutual Life attended a general agency 
meeting of the South Dakota branch at 
Mitchell, S. D., last week, at which 
20 leading producers were in attendance, 
The meeting was a joint one of the 
agencies of E. B. Rowley of Mitchell, 
George Sheeks of Huron, and Frank 
Packard of Redfield. 





We are reinstating, revamping and cl 


CONSERVATION OF BUSINESS 


debted policies for a number of Life Companies, 








cover 


10 So. LaSalle St. 





up 


thus standardizing and conserving the business, increasing the income, preventing lapses, and keepi 
the policyholders satisfied, and at practically no expense to the Companies. -_ 
Our ref igh years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 


Chicago, Illinois 











Organization 
Methods Personnel 


Main Office: 40 Rector St., New York 


H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 


Modern Office Planning 


Western Office: 327 S. LaSalle St., Chicago 




















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 





SAFE AS A GOVERNMENT BOND” 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT «xe MONTHLY INCOME INSURANCE 


S14 feeamg LATEST POLICIES AND AGENCY CONTRACT Ba'uaulih) 
Openings OHIO, IND. KY. MICH. and W. VA. Write Columbus 














>“‘Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 

















Bramxs are either worn out in the due || Sita yest ensass it ion! neta Tce MS ele amen G80 Th 
course of time or torn out by death. . 

ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 

1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916... $ 203,000.00 

1917 129.523.00 company with a record to be proud of. To represent 1917 704,500.00 
1918 ein 155.613 00 this dependable company is to represent a pillar of ; eng 

wae — safety in the life insurance business. You are assured 1918... 1,382,500.00 

1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 

1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 

1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 

1922 .... 984,558.00 surance business. 1922... 9,148,126.00 

MOLINE, ILLINOIS 
J. O. LAUGMAN, President DR. ANDREW JOHNSON, Secretary and Medical Director 








————, 


LINCOLN 
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Disability Departments 








American Old Line Insurance Company 


Liberal Contracts— offered in both Life and 


Choice Territory open in the Middle West 
for State and District Managers 







NEBRASKA 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 


Executive Offices 






















Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 




















Nearly 1 '4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 
‘ 
Jan.1,1913 Jan.1,1918 Jan. 1, 1923 

Assets .......+++++-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force. .... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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The Reinsurance Department 
of 
YOUR Company 











NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate 
Diges 
PRICE, $3.50 and $2.00 respectively. 


» etc. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changesin | 
t” and “Little Gem,” Published Annually in May and April respectively. | 


Supplementing the “Unique Manual- 


11 

















Connecticut General 


The Connecticut General has an- 
nounced an increased limit on term in- 
surance of $150,000 on a single life. It 
will also write its most liberal disability 
clause up to $500 a month. This clause 
provides the payment of indemnity as 
long as insured is incapacitated after 
two weeks. It does not require incurable 
illness or permanent disability. Pre- 
miums are waived during disability after 
90 days. 

The annual cost for $50,000 10-year 
term insurance, with $500 monthly disa- 


bility income as above described is as 

follows: 

Age 20....$ 528.50 Age 37....$ 698.00 
21.... 833.50 a 718.50 
BBcocs 539.00 39.... 741.00 
23.... 544.50 40.... 766.50 
24.... 551.00 4.... Whee 
25.... 558.00 42.... 831.50 
26 565.00 43 870.50 
27 573.00 44 914.00 
28 581.00 45 963.5¢ 


589.50 46.... 1,019.00 
es 600.00 47.... 1,081.00 
asaee 610.50 48.... 1,149.50 
Gaeces 623.00 49.... 1,228.00 
_ 635.00 50.... 1,314.00 
Besene 648.50 51.... 1,394.00 
SPaces 663.50 52.... 1,481.50 
ae 680.00 53.... 1,577.00 
Conservative Life 
The Conservative Life of Indiana is 


preparing to add an endowment at age 
65 to the list of policies which are now 
issued. 


Mid-Continent Life 
The Mid-Continent Life of Oklahoma 
City expects to issue a revised rate 


book, Jan. 1, and will also make a slight 
revision in its disability clause. It has 
put out an endowment at age 65 on the 
monthly income basis which has proved 





quite a seller. 
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Bankers Life, Des Moines—Its report 
to June 1 shows total new paid-for busi- 
ness for the first five months of 1923 was 
$43,456,521, showing a gain of over 
$4,000,000 as compared with the corre- 
sponding period of 1922, when the total 
paid for was $39,281,637. 

ak *x * 

Connecticut Mutual—Business condi- 
tions in June and at the beginning of 
warm weather indicate a good holding 
of the splendid production experienced 
by the Connecticut Mutual during the 
earlier months of this year. The busi- 
ness issued thus far during 1923, includ- 
ing the first three weeks of June, 
amounts to $46,408,006, or an increase of 
27 percent over the amount produced 


during the same period in 1922 and a 
substantial increase over 1920, the larg- 
est year in life insurance. 
* * * 
Northwestern Life, Omaha—lIt finds 


that its business in constantly growing. 
The two leading producers for the com- 
pany secured $151,000 and $145,500 during 
May. This all came from rural districts 
and 98 percent was on the lives of farm- 
ers. The average policy written by the 
company during May was $3,915. 
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Prudential News 

Agent Raymond C. Danforth of Omaha, 
Neb., and Agent Thomas H. Chalfan of 
the Kansas City No. 1 district of the Pru- 
dential, have been doing splendid work 
in making commendable progress in 
handling all phases of their agency 
work. Their aggressive methods have 
been recognized by promotion to the po- 
sition of assistant superintendent in 
their respective districts. 

Agent Homer P. Elson of Oklahoma 
City, Okla., is a large producer of indus- 
trial business. He is one of the leading 
agents of Division L. 

Agent John Galbraith of the Duluth, 
Minn., district is promoted to the posi- 
tion of assistant superintenent in the 
same district. 

Agent Walter Cember is promoted to 
assistancy ranks. His promotion took 
place in the Cleveland No. 4 district 
where he operated as an agent. 

A business meeting and dinner was 
held in honor of the twenty-fifth anni- 
versary of Superintendent Charles A, 
Sullens of Cleveland No. 1 with the com- 
pany. The superintendent was the re- 
cipient of felicitations from the members 
of the staff and his numerous friends. 


National L. & A. Promotions 


The National Life & Accident an- 
nounces the promotion of R. L. Mann of 
Birmingham and J. W. Rider of Kansas 
City, Mo., to superintendents. Both have 
made especially good records for the com- 


SMITH TO SUCCEED WHITMAN 


Attorney from Ashland, Wis., Is 
Appointed Insurance Commis- 
sioner of State 


MADISON, WIS., July 3.—W. Stan- 
ley Smith, for two years prohibition 
commissioner of Wisconsin, has been 
appointed by Governor Blaine and con- 
firmed by the state senate as insurance 
commissioner. Mr. Smith succeeds Platt 
Whitman, who has been commissioner 
for the past four years. He assumed his 
duties Monday. The term is for four 
years. Mr. Smith has been a lawyer and 
has dealt with insurance at Ashland for 
a number of years. 

Captain Smith has been a leader in 
the Wisconsin National Guard and saw 
service in the front line trenches in 
France with the Rainbow division. 

He graduated from the University of 
Wisconsin law school in 1901, practiced 
law at Ladysmith and Glidden and 
moved to Ashland in the spring of 1903 
He was elected district attorney of Ash- 
land county in 1910 and reelected in 
1912 without opposition. He has been 
a strong factor in progressive political 
circles in the state. 


Chester I. Dale, agency director of the 


International Life, plans to visit that 
company’s agencies in Colorado, Utah 
California, Washington and Nebraska 


He expects to be gone about six weeks 


BANK OF MANHATTAN 
PAYS GREAT TRIBUTE 


(CONTINUED FROM PAGE 1) 


railroads, help the farmer and stimulate 
many industries. The bank says “Cap- 
ital is today’s surplus.” It is what gives 
us a better start tomorrow than we had 
today. If we don’t save it we don’t have 
it and when we have it it is useless 
until it is put to work. If thrift 


—_— 


THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 











pany in their respective districts, 





Independence Square _ Philadelphia 
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“I | right, then it is right that people should 

acquire ~yre ~le = of their aa 

dustry and self- enial, ut money that ' , 

is merely boarded is Hke water thet be- he Mutual Benefit Life Insurance Com- 
— comes stagnant. It is harmful, not help- a ‘ . . : 
i a woe waney © oe to see 8 pany is a mutual institution, founded in 
1al- like water power. It turns the wheels “ge . . 
sly. of industry, increases employment and 1845 for a distinct social purpose—the dis- 

raises the general level of comfort. . : . 

: as and Gal cates cop bo core tribution of losses among many which to 
1,019.00 into a common fund and put to work the individual would be overwhelming. 
1,081.00 for “| a good “" will oa 
1,149.50 i reached an ideal condition. Toward this P . 
aaeees poe ey goal “4 Saees —e. have age Being a mutual company in fact as well as 
vor Open i d Minnesota. ated in building up life insurance funds 2 : Ay * ‘ 
ye In Ld tee contract di- are showing the way. The 80 millions In name, its old policies, by application of 
1,577.00 rect with Company backed by real co- already are capitalists in principle and ee “ d ce 
a a in fact.” the principle of retroaction, have been made 

nt ee a aaa einen indaperems as liberal as its present-day contracts. 
liana is A. Mosecey Hopxins, Manager of Agencies The Bank of Manattan Goines tat 
at age one of the valuable by-products of life 
ire now Home Ofice Building insurance is its effect upon the health 
1N. BROAD ST. PHILADELPHIA, PA. and longevity of the whole people. The THE MUTUAL BENEFIT LIFE 
_——— —J|| life insurance companies have done 
; much to promote health and the pre- INSURANCE COMPANY 
vention of diseases. The bank says that 
a gpere HOME LIFE INSURANCE CO. || there is in this country an average of Organized 1845 
> = New York 3,000,000 persons ill all the time. Forty- 
It has eee two percent of this sickness is prevent- Newark N J 
5 on the WM. A. MARSHALL, President able. The life insurance companies, 9 SNe We 
proved nioue deenie working with other ‘health agencies, 
At = = year 1922.$ 1,369,835 || are changing this condition materially. ALWAYS PURELY MUTUAL 
Payments to Policyholders and their 
ACO? mente, Diviienda Bien. 6,400.te0 What the Agents Are Doing ~ 
ITMA » 4 ee ee ee eee 2,206,762 The Bank of Manhattan calls atten- 4 
; ee ame trom Investment... 2.118.853 | | tion to the power of the life insurance 
Jis., Is ,ieguired to maintain. the reserve.) - soeety a“ As _ wy the 
San a eae + lence 52. ank says that it is the most inclusive, 
~~ mee — 232,163,052 the largest, and judged by economic re- 
Admitted . yong ge 46,253,715 || sults, the most successful tage > D I A Cc , 
; “ operative effort in the history of the 
W. Stan- We Sa a world. The organization includes 40,- || Our Square- ca gency ontract = a 
ohibition Central and Southern Ohio and 000,000 people, who built up out of their Declaration of Independence for the field 
as been a ey 5 - A Bask savings a fund of over $8,000,000,000 
and con- . Building 4 and insurance protection for their de- man. It affords every man an absolutely 
nsurance CINCINNATI, OHIO —— - the anges of $50,000,000,000. : : d 
eds Platt Aside from the money interests in- 
Sockets oe : _—— by —, — volved, the bank asks, “What does this equa opportunity, equa terntory, an 
umed his novel ager See Ne Ae Ae ° gigantic institution do for the social and vested renewals. There are no jokers, 
for four CLEVELAND, OHIO spiritual well being of the community? : 2 : 
wyer and What is its personal influence and what strings or forfeitures: what you earn is 
hland for are its effects upon social relations?” ° 





acer is |§] FEDERAL UNION LIFE quagrbebedngans yours. 


and saw There are about 168,000 life insur- 


nches in Insurance Company ance agents that work in this country. 
on Cincinnati, Ohio When an agent has secured an appli- 
versity of . cation the bank says his work is not 


racticed has just issued a very interesting ended. Frequently he becomes a friend Natigeonal 
oe and booklet and financial adviser of the a. 
F 1903. “ . . In this capacity he gives advice as to 

a ne Suggestions for Increasing methods of saving and the care of nsuranceLompany 


99 = “ 
‘lected in Your Income funds thus saved and as to ways and ; Home Office, Madison, Wis. 
aang Be and would be pleased to send a copy means of meeting the premium pay- If in the course of 
, political to every Life, Fire and Accident ments. The bank Says that when seen human events this 
, Agent in in his true light in relation to the great interests you, write. 


‘ a : cooperative enterprise he represents and 
Ohio, Illinois and Kentucky the well being of the individual and 




















tor of the family, the agent takes on another char- 
visit that acter than that which he has been pic- 
do, Ue tured in the past. In a very true sense, 
ix weeks. the Bank of Manhattan says that he is 


a maker of men, an educator in thrift 
and duty, a social stabilizer, a friend p R O ay Pp 
of the home, an enemy of poverty and ‘ 


want, a vigilant watchman against the 


AN 








. . 
UTE silent enemy. He sells personal service We are giving them to our 
IB plus company service. By fitting the 
= 1) right kind of a policy to the conditions salesmen at the rate of 
«ulate of the individual who buys it the agent 
: ee CaP makes possible the home for the fam- 
shat ane ily, education for the children, a care 
ee SE ree old age, protection from business, 
an phe strength in credit and creation of an 4 O O O O e r Pp a r 
age = emergency fund. 9 
s useles 
\ thrift 3 What Insurance Does 
— 


The bank says that the first social 
service of the institution of life insur- W 

ance is what it does to the home. The e Help Our Salesmen 
Bank of Manhattan says that life in- 
surance is educating more than a third 
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ations. of the population in sound economic 
that it surance Company principles and _— Lie insurance en- 
> its : courages thrift as the basis for an eco- 
Bismarck, North Dakota nomic surplus. “The idea that there is © 
s ready to Insurance in Force, $13,500,000 any necessary connection between the rs ] e om an 
ee life insurance which a man carries and 
WH STEELE, F. L. CONKLIN, his ability to borrow money is compara- 
UAL c t Secretary tively new, but the credit men of the DES MOINES, IOWA 
»L. YOUNG, H. B. BEACH, country think it of importance. Th P 
| Vice-President Ast. See. and Actuary ae ee, ae 
o- JL. BELL, w.H popaneram argue that a man who has enough fore- Established 1879 GEO. KUHNS, President 
Jadelphia | Treasurer Medical Direster sight and sense of responsibility to pro- 


vide for the future of his family by in- . —— 
—— suring his life is a good moral risk, ——_ 
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THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 








Our Agents Have 
A Wider Field— 


An Increased Opportunity 








Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. , 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL. 





not to mention the fact that his in- 
surance policy creates an estate out of 
which his debts can be paid in the event 
of his unexpected death.” 


Attacks on Life Insurance 


The Bank of Manhattan calls atten- 
tion to the many hostile bills introduced 
in the legislatures against life insurance. 
It declares that this amazing activity 
originates for the most part in the no- 
tion that a life insurance company 
is a rich corporation without a soul and 
that anyone therefore in or out of the 
legislature who shies a brick at it is a 
public benefactor. The bank says that 
the authors of these bills seem to be 
ignorant of the fact that without excep- 
tion the object of these millions of 
people has not been to make money by 
exploiting the public, but rather to take 
care of their families and to better their 
Own economic conditions. It says that 
one regrettable result of this continuous 
legislative activity is the unnecessary ex- 
pense to which it puts the life com- 








Life insurance is the greatest 
single organized expression of the 
American desire to get ahead by 
individual effort and by the prac- 
tice of private cooperation. Any 
institution that has helped a third 
of our people to acquire substan- 
tial estates is not only an economic 
fact of the first magnitude but also 
it is a force which must profoundly 
affect the character and happiness 
of the nation. Life insurance is a 
great cooperative savings bank, in 
which 40,000,000 depositors may 
invest their savings with absolute 
security. And it is more. It is a 
great social agency that teaches 
men how to save, not for selfish 
reasons only, but in response to 
nobler motives—love for others, 
which in most cases is the integrity 
of the oldest of social institutions— 
the family. It has been said that 
heaven is an incéme of a $1 and 








Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 


Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 
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’ Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of Sew York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling aboui 34% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
































holder is wrong in principle and prac- 
tice, first, because it constitutes a fine 
upon the thrifty for saving their money, 
and second, it forms a tax upon capital 
which in essence is exactly as unsound 
as for a man to put a mortgage upon 
his farm and then to use’ the money 
for his living expenses, 


imposed for every $1,000 worth of life 
insurance that is paid the beneficiary. 
The Bank of Manhattan says that prob- 
ably the real reason for this increase 
in burden of taxation placed by the va- 
rious governments on the savings of 
40,000,000 of their citizens is to be 


an outgo of 90 cents, while hell is 
an income of $1 and an outgo of 
$1.10. So far as this world is con- 
cerned there is a good deal in this 
definition. The saving of a surplus, 
however small, is the first step to- 
ward economic success, For sav- 
ing is simply buying a greater 
future good by a smaller present 
sacrifice.—Bank of Manhattan. 











panies, in other words, the policyhold- 





MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested — 


Bests people who have written the 
information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President 
A few agency openings SOF the right men 











New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 
tive. 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 











ers, in defending themselves. 

Enormous Taxes Paid 
In the five years preceding Jan. 1, 
‘1922, one of the large companies paid in 
taxes over $15,700,000. The bank says 


Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
pisatione. Why not make inquiry 
now 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 





that during this period of five years, 





taxes absorbed more of the policyhold- 
ers’ money than the entire home office 
management of the company. For 
every working day in the year, day in 
and day out for five consecutive years, 
the policyholders of this one company 
paid in taxes to the government $10,- 
000, and this money was taken from 
the savings of the policyholders. The 
Bank of Manhattan says that life insur- 
ance must be supervised by the state 
and this supervision costs money. The 
expense of this supervision by the gov- 
ernment should be paid by life insurance 
itself as a part of its legitimate expense, 
Beyond this the Bank of Manhattan 
says that all taxation of life insurance 
from the point of view of the policy- 


It is estimated that a tax of $70 is 





Participating Insurance 


At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,000) 
Rates per Thousand 


Age Premium Age Prenium 
eee $14.24 39......$24.44 
— 14.57 = 25.40 
cena 14.92 _ arr 26.40 
ae 15.28 27.48 
= 15.66 a 28.62 
iesens 16.06 ae 29.83 
ee 16.49 neues 31.12 
rr 16.93 32.50 
17.43 ee 33.97 
a 17.98 35.53 
es 18.54 iirewtes 37.21 

i econs 19.14 38.99 

a 19.78 asekee 40.88 

_ .46 ss<ace 42.90 

eweed 21.17 ae 45.07 

ae 21.91 ee 47.37 

Eg 22.71 | a 49.82 

aces 23.56 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 
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Provision for Inheritance Taxes Made 
Through the Medium of Life Insurance 


Provides Ready 


Cash at Time of Death 


By BENJAMIN W. LOVELAND 
Supervisor of Claims, Connecticut Mutual Life 


HE business men of today and the 
"T salesmen of life insurance are only 

beginning to realize the importance 
of making provision for the heavy toll 
that will inevitably be levied against an 
estate in case of death. Many men have 
not given the matter sufficient thought 
to come to any decision, even if they are 
aware of its importance. The time of 
most men is so completely occupied by 
the pressing demands of the day that 
they put off until the morrow what can 
conveniently be shelved, with the result 
that matters of great importance are 
often indefinitely postponed, not because 
they do not mean eventually to act on 
them, but for the reason that they do 
not consider them imperative at the mo- 
ment. A man thus, unconsciously per- 
haps, shifts a burden upon his family, 
the responsibility for which should be 
upon his own shoulders, and not im- 
posed upon those who are less able to 
assume it. As a result, the duty de- 
volves upon the life insurance salesman 
to take advantage of this condition. 


Many Questions Need 
to Be Considered 


Procrastination is indeed a thief of 
time, and results in many cases in caus- 
ing not only concern to a man’s family, 
but a probable loss to his beneficiaries 
ot a considerable portion of the estate 
which the head of the family considered 
would be sufficient for their needs. He 
may have omitted to take into account 
the toll that will be exacted upon his 
death. He has perhaps not realized that 
his estate may be depleted by an amount 
much greater than he had anticipated. 
How much thought has he given to the 
matter of increasing taxation in the 
various states? Has he examined his 
securities, his stocks and bonds, with 
a view of ascertaining in what states the 
issuing company is incorporated, and 
therefore what states will exact a tax on 
the securities issued by a company in- 
corporated therein, on his death? If he 
has considered these questions at all, 
has he given thought to the fact that 
both federal and state inheritance taxes 
will be payable at a time when his 
tamily may be pressed for ready cash, 
and whether or not he has made pro- 
Vision for a sufficient amount to meet 
this demand? 


Great Field Is Open 
to the Insurance Man 


_ It is a trite remark to say that this 
is an age of specialists; but more and 
more is this becoming true. Here lies 
the’ opportunity of the life insurance 
salesman, and he should realize that it 
1s one of the greatest fields ever opened 
to him. The harvest is ripe, and if he 
has prepared himself in a thorough 
manner he has only to reap. The field 
which has not been carefully cultivated 
will not yield the best results; it must 
be diligently nurtured. The agent need 
not be confined to new fields, that is, to 
new prospects, for there are thousands 
©: persons already carrying insurance 
which is totally inadequate in amount 
to meet the taxes that may be imposed 
on their estates. 


Henry C. Jackson Case 

Is a Good Example 

This fact has been illustrated by ref- 
frences to the many cases of wealthy 
men whose estates have not furnished the 
necessary ready funds to meet taxes 
within the time allowed by law, with the 
result that securities have been sacri- 








ficed, mortgages on property have had 
to be secured, or money otherwise bor- 
rowed, thus causing embarrassment, 
delay and loss in the settlement of the 
estate. Witness the case of Henry C. 
Jackson, a director of the Old Colony 
Trust Company of Boston, who left an 
estate of over three millions, nearly half 
of which consisted of securities of cor- 
porations organized under the laws of 
various states, eighteen in number, each 
imposing a tax. In some cases the se- 
curities of a certain corporation were 
taxed by two states, other than the state 
of the resident, the result being that 
nearly 25 percent of the entire estate 
was paid out in taxes to the various 
states and the federal government, the 
amount of which has been stated as 
about $690,000. This entire amount was 
due in cash within one year of the death, 
while the amount of cash available was 
something under $50,000, a compar- 
atively large amount for an estate of 
any size. 


Other Cases Illustrate 
the Need of Protection 


Other outstanding cases of this char- 
acter are the estates of James Stillman, 
amounting to over $40,000,000, on which 
the tax levied was over 40 percent of 
the estate; the Woolworth estate of over 
$30,000,000, where the great Woolworth 
building was mortgaged and his resi- 
dence sold, in order to prove neces- 
sary funds to meet taxes; and the estate 
of Edmund C. Converse, a resident of 
Connecticut, which was obliged to pay 
taxes in ten other states, aside from the 
federal government and.a Canadian 
province. In certain cases the rep- 





resentatives of estates have been 
obliged to apply to the court for per- 
mission to borrow funds to meet taxes. 


Estate May Be Embarrassed 
for Lack of Cash 


Although the cases mentioned may 
be termed exceptional as to the size of 
the estate, there is an infinite number 
of persons owning property of such 
character that it cannot readily be con- 
verted into cash at death. Probably the 
cases are few in which a man keeps on 
hand a large amount of cash. He ordi- 
narily has only a moderate amount for 
ready use, for if he is of the ordinary 
shrewd type he keeps his assets work- 
ing. This course has its advantages, but 
in case of sudden death, for instance, 
the representatives of his estate may be 
embarrassed. 

There is, fortunately, a way out of 
the difficulty providing a man is insur- 
able, and it is amazing that many per- 
sons have not as yet taken advantage of 
it. Their name is legion. The sales- 
man who is well grounded on the prin- 
ciples of insurance, and has at his com- 
mand the necessary facts regarding 
inheritance taxation, has an “open 
sesame” to the door of opportunity and 
success. 


Simple Proposition to 

Show to a Prospect 

How simple it is to present this mat- 
ter to a prospect, when offered in the 
way of a service to him. When prop- 
erly approached, he should be willing to 
give a salesman some idea of the amount 
and character of this estate by which 
he will be enabled to determine the 
approximate amount of federal and 
state inheritance taxes which will be 
payable in the event of his death. It is 
then possible to suggest the necessary 
amount and plan of insurance to cover 
the case. The prospect should be made 
familiar with the advantages accruing 
through the conservation of his estate, 
and in order that he may be properly 
and fully advised the salesman must 





SMALL BUSINESSES NEED PROTECTION | 


More Prospects There for Life Men Than Among Big Concerns 





HE agent who cannot number 

his clients any millionaires or cor- 

poration presidents need not feel 
that there is no field for him in the line 
of business insurance. There are prob- 
ably more prospects for business 
insurance among small merchants and 
members of medium sized and small 
partnerships that there are in the big 
corporations. 

One of the most distinctive needs for 
life insurance is in the perpetuation of 
small businesses. The corner grocer 
may have a loan to cover. Every part- 
nership, large or small, has need for life 
insurance: 


Prepare Partnership Agreement 


The agent who wants to sell partner- 
ship insurance should acquaint himself 
with the rudiments of partnership agree- 
ments. He should then prepare a few 
sample agreements which he can show 
to his prospects as an indication of the 
need of an agreement backed up by a life 
insurance. 

Every partner in business is bound to 
consider what would be the effect on 
the business of the death of one of the 
partners. How would the heirs of the 
decedent be taken care of? Usually 
there is some agreement to the effect 
that the inventory value of the stock 
shall be accepted and the heirs receive 
in cash the share of the deceased part- 
ner. 
Where is the cash going to come 
from? Most business cannot provide 
this much ready cash. The money will 








either have to be borrowed at a high 
rate of interest, the partner’s wife taken 
into the business or perhaps the firm 
would have to look around for another 
partner who can be convinced that it is 
worth his time and money to come into 
the business and pay off the debt owing 
to the heirs of the deceased partner. 


Life Insurance Logical Way 


Life insurance is the most logical way 
to meet this need. Agreements can be 
drawn up effective on a period of five 
years, for instance, to the effect that 
the purchase of a life insurance policy 
will be paid to the estate of the de- 
ceased partner, relieving the partnership 
of all liability in regard to the deceased 
partner’s share of the business. All the 
inventory plans can be adhered to, with 
the agreement that the proceeds of a life 
insurance policy will be paid as part of 
the principal and the partnership or re- 
maining partners to make up the differ- 
ence. 

Small businesses need this protection 
just as much as large ones, and can eas- 
ily be sold medium-sized and large in- 
surance policies to cover the needs. 

There is no reason for the average life 
insurance agent to specialize on partner- 
ship insurance. However, he should 
realize that it is one of the big needs 
which insurance can meet. It is his job 
to see that all of his clients who have 
needs that can be met by insurance be 
taken care of. It is an opportunity for 
him to add greatly to his annual writ- 
ings. 


have adequately prepared himself that 
he may be able promptly to answer any 
inquiries. 
Distinct Service Can Be 

Rendered by the Agent 

By way of illustration, let us assume 
that the salesman has in mind a person 
who has inadequate life insurance pro- 


tection, and that he has by inquiry 
learned approximately the amount of 
the property of his prospect. This al- 


lows the salesman to approach the case 
with a view of rendering him a distinct 
service. There is no question that there 
are thousands of men who are intensely 
interested in amassing a competence, 
but who have little, if any, knowledge as 
to the processes through which his 
estate must pass at his death, Even if 
unwilling to state to his interviewer just 
the character of his investments, the 
chances are that if he is presented with 
an illustrative case the facts will be 
somewhat of a surprise, and perhaps a 
shock, to him, especially if he has given 
no special thought to the matter. The 
result should be that he will frankly 
state to the agent the amount and char- 
acter of his investment securities, real 
estate, etc., whereupon a very close 
estimzte of state and federal taxes may 
be furnished. Let us suppose that the 
prospect, who is a resident of the state 
of Ohio, has followed this supposition, 
and states that he has approximately a 
present estate of $300,000, comprising 
the following: 

Total Value of Net Cstate, £300,000, 

Passing to Wife and Children, 


(After payment of debts, funeral and 
and administration expenses.) 


Items Where taxed Amt. Tax*** 
Real Bstate 
Ohio $100,000 $8,550°* 
General Electric 
New York 50,000 650 
U. 8S. Steel, Pr 
New Jersey 50,000 450 
American Woolen 
Massachusetts 25,000 150 
Amer. Agri, Chem. 
Connecticut 25,000 150 
So. Pacific R. R. 
Kentucky 25,000 150 
Swift & Company 
Illinois 25,000 100 
Total Net Estate $300,000° 
Total State Taxes $10,200 
Federal Estate Tax 5,500 


Total Taxes $15,700 
*Amount subject to Federal Tax. 
**Total Estate of $300,000 taxed 
Ohio. 
***On amounts less exemptions. 


Estate Was Taxable 

in Seven States 

It appears from the above table that 
in addition to the federal estate tax of 
$5,500 the estate was taxable in seven 
states, the total tax amounting to $15,- 
700, or over 5 percent of the net estate. 
The table is based on the estate passing 
to wife and children, who are given the 
benefit of the largest exemption. Should 
the estate pass to a brother or sister, 
for instance, in most states the amount 
of tax would be materially larger, the 
rates in such cases being usually double 
or treble that imposed on an estate pass- 
ing to direct heirs. It is to be noted, 
however, that there is a growing ten- 
dency toward a higher rate of inherit- 
ance taxation in the several states, as 
for instance, in the state of Michigan, 
where the present legislature is consid- 
ering an appreciable increase over pres- 
ent rates. This tendency is also evi- 
denced in the states of Washington, 
Wisconsin and Montana. No one can 
foretell to what extent the above fig- 
ures may be increased in the course oI 
the next 25 years, although a limit must 
of course be reached, otherwise there 
would be a harmful reaction upon the 
state imposing a rate of tax amounting 
to virtual confiscatiom in cases of very 
large estates. 

It may be urged that a $300,000 estate 
is larger than the average one, and 
therefore that a more moderate illus- 


by 








tration would better represent the case 
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Success Is Serious Business 


Picture the man who works day in, day out, selling 
only one phase of insurance. He is much like a one- 
armed man doing one sort of a job with the only 
arm he has. 

The ideal position for the successful business getter 
to be in is to be able to write 100% of his prospects— 
to be able to write standard and sub-standard insur- 
ance backed by a company with a liberal attitude 
toward impaired risks, and to be able to handle child’s 
endowment insurance. 


The Medical Life Insurance agency offers you this 
opportunity. 
” 


CMEDICAL LIFE 


‘INSURANCE COMPANY OF AMERICA 
WATERLOO !IQWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


E. E. BROWN 
Agency Supervisor 














HOME LIFE INSURANCE COMPANY 
OF AMERICA 
Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 


next birthday to 60 years. — _ y 
Industrial policies are in full immediate benefit from date of issue. 
i policies contain a valuable Disability clause and are guaranteed by State 


Endorsement. (GO09p CONTRACTS I'OR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas® 








CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 
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SHIELD POLICIES 


D Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy-TREAs. 


THE NATIONAL LIFE & ACCIDENT INSURANCE GY 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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of an average business man. Let us, 
then, assume an estate of $115,000 on 
the same relative basis: 
Federal Estate 

Ohi 


°o 
New York (Gen, Elec.). 
New Jersey (U. S. Steel) 
Mass. (Am. Woolen).... 
Conn, (Am, Agri, Chem.) 
Kentucky (So. Pacific).. 
Illinois (Swift & Co.)... 


$115,000 
115,000 
10,000 
10,000 
15,000 
15,000 
15,000 
25,000 


Total Tax 


Probably few estates of even this 
amount would have on hand in available 
cash as large an amount as $3,200. The 
annual income on such an estate at five 
percent would be but $5,750. 


Depreciation of Estates 
Found to Be Heavy 


From a recent survey of estates pro- 
bated in two counties of Ohio for a pe- 
riod covering two and one-half years, it 
appears that in over 175 estates amount- 
ing to about 72 millions, the depreciation 
of the estates on account of costs of ad- 
ministration was over two and one-half 
millions, and the combined Ohio and 
federal taxes were four and one-half 
millions, showing a total depreciation of 
the estates of nearly thirteen millions, 
or 18 percent of the gross estates. In 
this survey the largest estate amounted 
to nearly five million, and the smallest 
to about ninety-one thousand dollars. 
One of the most significant facts 
brought out by this survey is that in 
many cases the costs of administration 
of the estate equal or exceed the amount 
of the Ohio inheritance and the federal 
estate taxes. 


Should Recommend Twice 
Amount of the Tax 


The agent may then fairly recommend 
twice the amount of the estimated taxes 
to cover both the inheritance taxes and 
expenses of administration of the estate 
on the basis of its designated value at 
the time. 

The average business man in making 
investments does not in general pause 
to consider the rates of taxation im- 
posed by any state on the securities of 
a company incorporated therein. More- 
over, upon close analysis of the matter it 
will be seen that this has a most impor- 
tant bearing on the amount of tax to 
which an estate may be subjected. 

Therefore, in taking out life insur- 
ance to cover inheritance taxes, it may 
be suggested that the prospect should 
provide not only for the amount of 
taxes which may be imposed at the 
time, but he should anticipate the prob- 
able growth of a live and well-managed 
estate, and purchase sufficient life in- 
surance to cover a much larger tax. 
Only in this way is it possible to fore- 
stall the possible contingency ofthe im- 
position of a large inheritance tax at his 
death with no funds to provide for the 
same if he has neglected to protect his 
estate while insurable. 


Wisccnsin Old Age Pension Plan 


The old age pension plan promul- 
gated by the Fraternal Order of Eagles 
in Wisconsin was ordered engrossed in 
the senate by a vote of 17 to 14. The 
favorable vote of the senate came as a 
great surprise, as it was expected that 
the senate would kill the measure. The 
stalwarts voted almost solidly against 
the bill. The bill is known as senate 
bill No. 287 and provides that residents 
of Wisconsin who have attained the 
age of 70 years and upwards and have 
been citizens of the United States for 
at least 15 years shall receive a pension 
not to exceed $1 per day. The money 
to pay for the pension is raised by taxa- 
tion. About 1,600 persons would come 
under the proposed pension law at this 
time, and the number will not exceed 
2,000 for some years to come, according 
to Senator Garey who proposed the 
bill. 

After an absence of several months, 
William 3B. Marshutz, instructor of 
agencies at the Milwaukee general 
agency of the New England Mutual Life, 
has returned from abroad where he vis- 
ited Madeira, Gibraltar. Athens, Con- 
stantinople, Jerusalem, Palestine, Cairo, 
Rome, Paris, Munich, London and other 
places of interest. 





WHAT FIVE GENERAL 
AGENTS THINK ABOUT IT 


(CONTINUED FROM PAGE 9) 


the amount of business that may be 
sold. Any city in the United States 
might be taken as an example, and if its 
population and the amount of life insur- 
ance policies in force were compared 
the showing would be a rather poor 
one for life insurance. It is this idea 
that we are driving home in this agency 
right now.” 


Selling Life Incomes 


George Hoffman, Guardian of New 
York: “Life income contracts are get- 
ting most of the attention of our men 
these days. They make a strong appeal 
particularly to big men where the need 
of pure life insurance is not so strongly 
felt. Anyway, the prospect who had 
been solicited by life insurance men a 
few times likes to have something pre- 
sented to him that is different. That is 
why the men in this agency sell 30-pay- 
ment life instead of ordinary life. There 
is not a great deal of difference in the 
rate, and yet the policyholder is able to 
close payment at the end of a stipulated 
period. Twenty-payment life has beem 
talked to death, and yet it actually does 
not apply to the average prospect. It 
costs too much and the premium paying 
period ends too soon. 


Arouses Curiosity 


“Many a man says to an agent who 
comes in to see him, ‘Life insurance? 
Not a chance. I am overloaded with it 
I am not interested in it, and will not 
talk to you about it.’ If after being re 
buffed in this manner, an agent at 
tempts to force a discussion of an ordi- 
nary life insurance contract he usually 
succeeds only in arousing antagonism. 
On the other hand, if he can insist that 
what he has to talk about is not the 
usual life insurance proposition, but a 
life income contract he will arouse some 
curiosity in the prospect that will lead 
to a discussion of the question. There 
are a great many men today who think 
that they are oversold on life insurance, 
but who can be sold more by the agent 
who talks life income to them.” 


Record of Women’s Department 


The women’s department of the HT. 
Wibirt Spence agency of the Mutual 
Life Insurance Company at Detroit, 
becoming one of the dominant factors 
in that efficient organization. The first 
five months of this year the department 
wrote $750,000, and paid for $500,000 of 
the annual basis. 

In written business for the five 
months, Mrs. Sullivan of Saginaw dit 
trict office leads the women agents 
with $167,982. She is followed by ont 
of her teammates, Mrs. Besse Luther of 
the same office; Mrs. Thompson of tht 
Kalamazoo office and Miss Katherine 
Newton, head of the women’s depaft 
ment at Detroit. Miss Newton leads # 
paid-for business with $101,000. 


Results of Contest 


The Oakland agency and the Milwat 
kee agency of the Equitable Life of New 
York were engaged in a contest during 
May covering written business, numbe 
of lives and paid business, the resull 
being that the Oakland agency won,® 
two out of three places. The total tT 
sults of the contest were as follows: 

Oakland Agency—Forwarded during 
May, $3,794,694; number of lives, 905; P® 
business, $2,112,652. . 

Milwaukee Agency—Forwarded during 
May, $2,725,579; number of lives, 588 
paid business, $3,153,500. 


Negro Fraternal in Trouble 


The United Brothers of Friendship and 
Sisters of the Mysterious Ten has 
placed in the hands of Carey J. W j]so& 
former Kansas superintendent of insur 
ance, as receiver by the district court 
Topeka. This association has been ha’ 
ing considerable internal grief for 8 
months. It is one of the oldest b 
fraternals in the country. It was © 
lished in 1894 and has about 2,000 mem 
bers. 





